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These PBX Switchboar 


THAT’S A BEAUTY! 
The streamlined cabi- 
net of the No.120 PBX 
board is veneered in 
two-tone walnut, set 
off with suntan face 
and keyboard and brass 
fittings. The last word 
in modern office de- 
sign. 





KEYS BY THE BUSHEL! 


Each cord circuit on this 
switchboard is equipped 
*with ringing key, ring-back 
key, listening key, dialing 
key if required, through 
dialing and night connec- 
tion key. 






Stromberg-Carlson 


No. 120 PBX Switchboard 
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LET’S KEEP IT PRIVATE! 
A cord-splitting feature lets oa 
the operator talk on the back 
cord without being heard on GET THE BOYS TOGETHER! 


he front cord—and vice versa. - < w 
Se theca tec: An optional “Conference Circuit’ 


feature can be added so that as 
many as 5 lines can hold simul- 
taneous conversation. 


= Stromberg-Carlson’ 
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Jiare almost human... 
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| in the way they anticipate the most common requirements 
of subscribers. These pages list onlv a few of the features 
which make these boards outstanding. Ask your nearest 


Stromberg-Carlson office for full details. 
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PLEASE FIX THIS QUICK! 


Top, sides and rear panels of 
the No. 121 come off as a single 
unit, key panel drops down. 
Maintenance is easy and fast. 





Stromberg-Carlson 


No. 121 Cordless PBX Switchboard BEY, OPERATOR! 


Thanks to a common 
talking feature, the 
operator of this board 
can answer calls even 
when all five con- 
necting circuits are 
in use. 





HANDS OFF! LONG 
DISTANCE CALLING 


The “Instantaneous 
Busy” feature indicates 
right on a trunk from 
Central Office that a toll 
operator has taken it up. 





NO FALSE ALARMS! 


Each line on this board 
has a line relay. Thus 
line leakage, causing 
false alarms, is elimi- 
nated. 


DID HE ANSWER? 
A green light stays 
lighted until the 
called station an- 
swers...a great con- 
- Wenience to everyone 
concerned. 
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General Manager of the Cato & Meridian Tele- 
examines new Kellogg Crossbar installation 
, New York, Exchange. 


C. S. Dudley, 
phone Company, 
company’s Fairhaven 
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NEW BUILDING for Fairhaven Exchange houses Type 7-2 
Kellogg Crossbar equipment. The Cato & Meridian Tele- 








NEAT, COMPACT rows of Kellogg Crossbar switches re- 
flect the simplicity and ease of maintenance of this 


phone Company has also converted its Cato, New York, modern equipment. Switches can be pulled out like file 
Exchange to Kellogg Crossbar as part of its dial con- cabinet drawers for complete observation without taking 


version program. 


switches out of service. 


Second Kellogg Crossbar Installation 


In Cato & Meridian 


For the second time in less than two years, the 
Cato & Meridian Telephone Company of Cato, New 
York, has converted one of its exchanges to dial 
operation. And for the second time the cutover has 
been to Kellogg Crossbar. The most recent con- 
version in the company’s modernization program 
was at Fairhaven, New York. In February, 1953, 
it was Cato, New York. 


In Kellogg Crossbar, Cato & Meridian Telephone 
Company receives four basic benefits that are in- 
valuable to the operation of any modern telephone 
exchange. First of all, they can boast of the finest 
dial switching equipment available today—equip- 
ment that has consistently proven itself in actual 
exchange operation—equipment that will guarantee 
vastly improved service for subscribers. Secondly, 
routine maintenance is practically eliminated. THIS 
MEANS OPERATING COSTS GO DOWN. 
Thirdly, Kellogg Crossbar assures easy, quick, and 
economical expansion to meet the growing needs 
of the community. (Kellogg Crossbar grows from 
100 or less lines to 10,000). And finally, Cato & 
Meridian will be prepared to participate in nation- 


Conversion Program 


wide inter-toll dialing that will eventually come their 
way. Kellogg Crossbar makes this possible. 


For any exchange, any size exchange, Kellogg 
Crossbar is the answer to better telephone service 
—now and in the future. It will be worth your 
while to investigate the benefits of this truly modern 
dial switching equipment. Take advantage of the 
free offer of the Kellogg Crossbar brochure now! 


FIND OUT WHY SO MANY COMPANIES 
ARE CONVERTING THEIR EXCHANGES TO 
KELLOGG CROSSBAR. THIS FREE B8RO- 
CHURE HAS THE ANSWER. SEND FOR 
IT TODAY. 


KELOCC,..- 
mmf 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 
SALES OFFICE: 79 West Monroe Street, Chicago 3, Illinois 
Warehouses: Chicago 38 ¢ Kansas City 1 * Mansfield, Ohio @ St. Paul 4 © 

Dalias 2 ¢ San Francisco 3 
Branch Offices: New York 7 © Portland 5 © Los Angeles 13 


Export: International Standard Electric Corporation, New York 7,N.Y.,U.S.A 








Peatrophone keeps them 
in business .. . 
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ACME FUEL 
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What happens when a company advertises “24-hour 
Peatrophone order service’? Plenty. Its a phrase that 
has some meat in it. some meaning behind it. It gets 
right down to facts. 


Peatrophone 24-hour order service puts the customer 
in the driver's seat where he likes to be. It says that you 
or | can get service 24 hours a day. whenever we feel 
like calling for it. Just that. but that’s plenty! Enough 
to put utilities. laundries. oil dealers and service com- 


panies of all types way ahead of their competitors. 


Because Peatrophone answers the problem of telephone 
calls during peak hours. as well as after-hours. service 
companies who have emergency seasons are especially 
interested. Call on these companies today and give them 
the Peatrophone formula for this outstanding “extra” 
service. Its low in cost for them—if’s a new source o| 
revenue for your company. 


TELEPHONE ANSWERING & RECORDING CORP. 
New York 17, N. Y. 


342 Madison Ave. 









24 hours a day! 
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Write today for complete information and 
literature on Peatrophone — your new source of 
revenue. 


Note: Selective harmonic ringing subsets now 
available—all frequencies 
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‘ Here’s Proof of Performance . 






























PART OF THE Fulton Springs-Kimberly 
44 kv transmission line of Alabama 
Power Company. Some of the poles in 
this line have been in service more than 





XUM 


40 years. 





Pressure-creosoted poles in this transmission line 
have been in service more than 40 years 


@ Alabama Power Compan, ’s Fulton 
Springs — Kimberly 44 kv transmis- 
sion line today includes more than 
100 pressure-creosoted poles that 
originally went into the ground in 
their present locations in 1914—more 
than 40 years ago. 

Originally a radial feeder, the line 
was constructed with approximately 
600 pressure-creosoted poles. In 
1924, the line was rebuilt with span 
lengths increased. At that time more 
than 200 of the original poles were 
re-used in other locations. 


USS CREOSOTE 


5-23 SALES OFFICES IN PITTSBURGH, NEW YORK, CHICAGO, CLEVELAND, SAN FRANCISCO AND FAIRFIELD, ALA. 
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Over the years replacements have 
been made in the original group of 
poles, with deterioration accounting 
for a very small percentage. But 109 
of the original poles are still in serv- 
ice on the Fulton Springs-Kimberly 
line. 

Alabama Power Company has 
been using pressure-creosoted south- 
ern pine poles almost exclusively 
since 1920. With timber and treat- 
ment in accordance with current 
specifications, normal life expectancy 
from pressure-creosoted transmission 


STAY: 


poles is at least 40 years. 
JUST ANOTHER EXAMPLE 


. of the effectiveness of pressure- 
creosoting in lengthening pole life 
and reducing replacements. And for 
the best performance from pressure- 
creosoting, be sure USS Creosote is 
used. For more information on this 
effective wood preservative, contact 
our nearest Coal Chemical sales office 
or write directly to United States 
Steel Corporation,525 William Penn 
Place, Pittsburgh 30, Pa. 
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FLASHES 
AND PLUGS 





PRINCIPAL'S PROXY. Telephone repairmen occasionally are 
called upon to do some things net connected with their regular 
work, comments the Ohio Bell News Service. 

One of them working for the Ohio Bell Co. was on a job in 
Garfield School in Youngstown. While adjusting a telephone, he 
was sitting at the desk of the principal, who was elsewhere in the 
school, when a first-grader entered and told him a long tale of woe. 
It was intended for the principal. 

The telephone man listened sympathetically. He offered some 
advice which took care of the situation and gave a pat on the back 
and a handshake to the first-grader, who was satisfied and marched 
back to class confident that that was settled. 


TURNABOUT. Police cars screamed through London’s old Bur- 
lington Street to the United States Air Force offices recently. Police- 
men swarmed upstairs, demanding: “Where’s the man who was 
shot?” 

They got blank looks. 


Finally the air force man who had made the telephone call for 
an ambulance explained: “Nobody’s been shot. I said somebody’s 
been shocked. It’s Harry Wood, the caretaker. He was fixing a 
light socket.” 


The trouble, said the police, was the American accent. 
7 s - 


LAST LAUGH. Telephone company officials in Slagelse, Den- 
mark, on Jan. 6 warned a woman to stop laughing over the tele- 
phone because her giggling plays havoc with the local dial system. 

They explained the woman’s high-pitched giggle is just like the 
automatic dial cut-off tone and breaks the connections on lines 
that can carry 48 conversations simultaneously. 


The subscriber’s name was not disclosed. 


OBJECTS EXONERATED. The Connecticut Safety Commission 
figures it cost $205,533.94 in one year to replace 937 utility poles 
knocked down by automobiles and trucks. 


Commented the commission: “In these auto versus fixed-object 
accidents, it is safe to conclude that the motorist has no one to 
blame but himself.” 

ee e 


BE PREPARED. The United Press recently gained coverage of 
a news break in Empire, Mich. It reported that Blas Alonzo didn’t 
take any chances when he got into an argument with a fellow 
fruit picker. He telephoned a Traverse City ambulance to drive to 
the orchard where he was working because he thought he would 
be stabbed, police said. 

But when the ambulance arrived, the argument was over and he 
hadn’t been stabbed. 
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GUARANTEE OPERATION OF DIAL EQUIPMENT 





... with dependable Exide telephone batteries! 

















THIS MODERN dial equipment installation was manufactured plant. You will find that Exides are your best buy in telephone 


by the Automatic Electric Company for the Del Rio, Texas, batteries with low costs for maintenance and depreciation. 
exchange of the General Telephone Company of the South- They are dependable, powerful and long lived. 


west. Exide telephone batteries were specified for the power 








DEL RIO’S central office was converted to dial operation 
last year, and serves over 3,800 stations. 


DEPENDABLE standby power is provided by twenty-six 
FB-15D Exide batteries in monobloc rubber containers. Your best battery buy. ee 


Batteries are rated at 840 ampere hours, and are used for FOR ALL TELEPHONE SERVICES 


automatic full-float operation. Exide also makes Exide- wy Ve 
Manchex and Exide-Tytex batteries, in sealed glass or BATTERIES 
plastic containers for every type of telephone service. Call 

your Exide sales engineer, write for details. 


> 
Exide INDUSTRIAL DIVISION, The Electric Storage Battery Company, Philadelphia 2, Pa. 
r JANUARY 15, 1955 9 
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With the Leich 100 you are never short a wall or 

desk telephone. For the one instrument serves as either 
wall or desk model. You don’t change, add or buy a thing. 
Even on dial models, it’s necessary only to rotate the 
dial so the numbers are right side up if the telephone is 
to be installed as a wall model. This exclusive Leich 
feature will save you time and trouble. 





This is more than just another good telephone — this is the finest 
telephone instrument you can install. 


You won’t have to ask your subscribers how they like this new Leich 100 


They’ll tell you of their own free will — that never before have they 
heard this well over the telephone. 


RN EA I 


The Leich 100 telephone, equipped with the T1 transmitter, the U1 
receiver and the new Leich network brings you the highest degree of 
transmission efficiency available. The longer your lines, the more 
readily will you notice the improvement in both transmission and reception. 


' Write today for our bulletin which gives complete information. 


new transmitter 
and receiver units 


Leich 100 telephones have the new Western 
Electric Tl transmitter and the new 
Western U1 receiver. The T1 transmitter 
gives you the highest transmission output 
available and the U1 receiver offers more 
efficient reception with a wider frequency 
response. The new handset unit is shorter 
and considerably lighter. 











the new Leich 100 network 


This new Leich 100 network gives the 
increased side-tone control which is so 
necessary to maintain the gains produced 
by the new transmitter and receiver. It 
permits maximum transmission on long 
loops and reduces it on short ones. The 
Leich 100 network is made under license 
from Western Electric and its circuit is 
identical to that used in the Western type 
500 telephone. 
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FOR TV... IT DODGES 


TROUBLE YOU CAN'T STOP 


Radio Relay station on route between Chicago, Ill., switching equipment enables a TV picture to skip 


and Des Moines, lowa. Every fifth or sixth relay- 


out of a troubled channel and into a stand-by 


ing tower is a control station, where high-speed protection channel faster than the eye can wink. 


There’s no way to stop atmospheric changes that 
threaten television with “fade.” But, for TV that 
travels over Bell’s Radio Relay System, Bell Lab- 
oratories engineers have devised a way to side- 
step Nature's interference. 

When a fade threatens — usually before the 
viewer is aware—an electronic watchman sends 
a warning signal back by wire to a control station 
perhaps 200 miles away. An automatic switching 
mechanism promptly transfers the picture to a 


BELL TELEPHONE LABORATORIES 


Improving telephone service for America provides careers for creative men in scientific and technical fields. 


clear channel. The entire operation takes 1/500 
of a second. When the fade ends, the picture is 
switched back to the original channel. 


This is an important addition to the automatic 
alarm and maintenance system that guards Bell’s 
Long Distance network for television and tele- 
phone calls. It marks a new advance in Bell 
Laboratories’ microwave art, developed to make 
your Long Distance telephone service, and your 
TV pictures, better each year. 
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FIRST TELEPHONE 
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When the new telephone is installed, the newly- 
weds know they have set up housekeeping. 

With every telephone goes a directory to be 
worn threadbare by the time a new one is issued. 
New subscribers can find thousands of uses for 
the traditional American guide to better living. 

From association with our clients, we know that 
telephone men are dedicated to public service. 
Nothing distresses them more than inability to 
provide complete service to new subscribers. 

The Loomis Advertising Company believes a 
well developed directory is a major step in render- 
ing complete telephone service. 


LOOMIS 


ADVERTISING 
C..@ & Fa  F¥ 


683 cities and towns in 19 states are 
served by 231 Loomis-built directories. 


Kansas City 5, Mo. 


We have commissioned Mr. Benton to draw four scenes 
of American life. A limited edition of 9 by 15-inch 
prints suitable for framing has been ordered. We 
think they offer a nice public relations touch to tele- 
phone office decoration. To get your Benton print 
FREE, write Wesley H. Loomis III, 810 Baltimore, 


When you turn over to Loomis Advertising Com- 
pany the many irksome details of building a mod- 
ern telephone directory you gain in two ways. You 
have a directory that is second to none in appear- 
ance, utility and revenue. You free personnel to do 
what they can do best—provide telephone service. 


You’re invited to get further details of Loomis’ 
complete telephone service—without obligation on 
your part. Just call or write the Loomis office 
nearest you. 
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“iy =~“ Where to call” 


KANSAS CITY 
810 Baltimore 
HArrison 1270 


FORT WAYNE 
229 E. Berry St. 
EAstbrook 3477 















































offices 
terminals 


banks 
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factories 


hospitals 

















NORTH'S PBX is a key s 
6 trunks and 20 stations. This syste 
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connected to either automatic or manual 
common battery type central exchanges. 
Trunk or loop units can be easily added to 


initial service. 
























INCREASED REVENUE 


Have you sighted down the main streets of 





your town lately with a strict eye for new TRUNK PUSH 


KEYS 





business? You may find the richest source is 


right through the commercial and industrial 






KEY BOX 


subscribers now on your line. Fou sons 
The North ‘‘All Relay’’ Pushbutton PBX 


makes it possible for you to provide a service 


cee a 


RED HOLD KEY 


that these subscribers need. The North PBX is ire: 


"\, BLUE CODE SIGNALLING 
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engineered to handle incoming trunk calls, 


outgoing trunk calls, intercommunicating 








calls, holding and transferring trunk calls, en 
and other special features. North Push-Button Key and Lamp Box 


It uses standard telephones. 





The simplest, low cost, flexible internal 


system is 


NORTH 


AQ Relay” 
PUSHBUTTON BOX 


ask a North 
engineer for complete 
1 ? details or write 
' 
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“ for Bulletin SF-265 
THE NORTH ELECTRIC MANUFACTURING COMPANY 


601 South Market Street Galion, Ohio 
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The best equipped telephone directory 
publishing organization in the world. 


All depends, of course, where you fish. 


Swordfish aren’t snagged in a brook. By the same token, 
a thousand station directory can’t return the same revenue 
as a ten thousand name book. 


Big or small, however, you should get maximum return 
from the directory you do produce .. . as well as smart 
appearance, accurate listings and goodwill from subscribers. 


That’s where we come in. Our Complete Directory Service Plan 
gets the most and the best out of any situation. That’s why 
we're now serving telephone companies of all sizes operating 
in over 4400 communities and increasing the number each year. 


Why not call our nearest office and get the facts. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Busse Highway - DES PLAINES, ILLINOIS - VAnderbilt 4-2164. | 
ERIE, Penna. - G. Danie! Baldwin Building + Tel: 2-4187 MADISON, Wisconsin + Tenney Building - ALpine 7-1667 
LAFAYETTE, Indiana + Potter Building + Tel: 2-3754 SAN ANGELO, Texas + 110 South Taylor St. - Tel: 6738 
LEXINGTON, Kentucky - 152 Barr Street - Tel: 4-7618 SPOKANE, Wash. - N. 108 Washington St. + MAdison 8644 
LONG BEACH, Calif. - 604 Pine Avenue + Tel: 6-7221 SPRINGFIELD, Ill. + Myers Bros. Building + Tel: 3-1236 
TELEPHONY 








The above photo shows the attractive and modern 





central office building serving the Shelton exchange of the Nebraska Central Telephone Co. 


Our First Conversion To Dial 


AM SURE that there is not a tele- 
phone man who at some time, has 
not dreamed of the day when he 
could make his first automatic conver- 
sion. There are a great many who 
have seen that day come true and sub- 
sequent conversions have become as 
routine as installing a new telephone. 


However, there are still 
many small company men and _indi- 
vidual owners who have not yet ex- 
perienced the thrill of pulling the heat 
coils from the old main frame and 
pushing the switch that will start the 
dials playing a tune on the switches 
and relays of a new automatic system. 


a great 


Two years ago... I made the final 


contacts which brought that dream 
true for our small company. The ac- 
companying picture is the evidence 


that Shelton, Neb., has a new auto- 
matic telephone system and it is a con- 
stant reminder of the importance of 
the telephone to the whole community. 
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By D. E. McGREGOR* 


These last two years have been 
packed with more thrills, fun and 
work than any of the 40 years I have 
been in the telephone business. When 
Daniel Sietz (chairman of the USITA 
Plant Committee) called me one day in 
August and asked me to appear on 
this program and tell about our auto- 
matic conversion, I protested that 
there were hundreds of men who knew 
much more about such conversions 
than I did, but Dan said that they 
did not want anyone on the program 
who knew anything about automatic 
equipment. 

When he thought what he had said 
he qualified that statement by explain- 
ing that telephone men with such ex- 
perience usually got so technical they 
talked clear over the heads of their 
brothers who are still in the magneto 
*Mr. McGregor is president of the Nebraska Cen 
tral Telephone Co., of Gibbon, Neb. He presented 
this address at the plant conference of the annual 


convention of the United States Independent Tele 
phone Association in October, 1954. 


end of the business and they would 
like to have someone who still remem- 
bers the lingo of the small company 
manager. 


I might explain that while our com- 
pany is incorporated, the ownership 
of the controlling stock makes it vir- 
tually in the class of an individually 
owned company. Our board of direc- 
tors is composed of bankers, business 
men and farmers who are by no means 
a bunch of “‘yes-yes” men and I have 
to sell them on every proposition the 
same as in any stock company. 


In analyzing our experiences leading 
up to and during the actual automatic 
conversion, I believe the highest hurdle 
which small company men and _ indi- 
vidual owners have to clear is selling 
themselves and their boards of direc- 
tors on facing the necessity for 
rates and obligating them- 
selves for the capital investment nec- 
essary to make these improvements. 


17 


increased 








I am sure you agree that the pres- 
ent standing of the greatest nation on 
earth is due to the competition of the 
free enterprise system with govern- 
ment only acting as an umpire to keep 
competition from turning into mo- 
nopoly. Sometimes I wonder if the 
lack of competition in our business is 
not more of a liability than an asset. 
How many of you even remember that 
gasoline pumps used to be cranked by 
hand? But I am wondering how many 
telephone companies represented here 
have eliminated the last magneto tele- 
phones, some of which were made be- 
fore gasoline pumps 
thought of. 

We think of our business as peculiar 
unto itself and can think of all kinds 
of excuses why the telephone business 
still has equipment of the vintage of 
1900. The lack of competition gives 
our customers no yardstick by which 
to measure the value of our service 
and, in most states, has put our rates 
and practices under the supervision of 
regulatory commissions. The larger 
companies have had to turn to auto- 
matic operation through sheer neces- 
sity to survive, but the competitive 
spur has been lacking in the small 
community where the population has 
remained static or 

The tremendous investment neces- 
sary for automatic equipment is ap- 
parently the first barrier in the aver- 
age small company’s path, but some 
years ago an investment banker told 
me in no uncertain terms that money 
was available to make these improve- 
ments if adequate rate schedules were 
put into effect to provide the revenue. 


were even 


even decreased. 


In getting down to the last analysis, 
I found that the highest hurdle I had 
to clear was to sell myself and my 
board of directors on a schedule of 
rates which would put our employes’ 
wages on a par with what was being 
paid in the communities we served and 
furnish adequate maintenance and de- 
preciation charges to properly take 
care of our plant. When this hurdle 
had been cleared, our friends, our 
bankers and even our subscribers and 
the state commission helped lower the 
bars on the hurdles as we came to 
them, in our plans to convert to auto- 
matic equipment. 

In the (USITA) conventions held at 
the Sherman Hotel in 1926 and 1927, 
one of the main topics was the financ- 
ing of the small companies, but the 
result of the bankers becoming inter- 
ested in telephone financing at that 
time was the formation of the syndi- 
cates and the acquisition of another 
exchange by some of the small compa- 
nies with the headaches of 1930 which 
had better be forgotten. 

In the postwar period, when large 








D. E. McGREGOR 


companies were swamped by the de- 
mand for service, the very small com- 
panies were up against even a tougher 
problem of replacing the worn out 
equipment and metallicizing their 
grounded farm lines because of REA 
interference. It wasn’t until the gov- 
ernment got into the telephone financ- 
ing and The Chase National Bank’s 
activities, that the small company op- 
erators had any sound program on 
which to modernize their plants. Since 
then some manufacturers have also 
brought out some financing programs. 

When I read the article in the Aug. 
11, 1951, issue of TELEPHONY about 
The Chase National Bank plan, I 
really began to have some day dreams 
and the little 15 foot by 20 foot build- 
ing shown in the accompanying photo 
is the result of the program initiated 
in 1951. 

Thirty years ago a Nebraska tele- 
phone friend of mine told me that the 
only way to get anywhere in the tele- 
phone business was to learn to use 
other people’s brawn and brains and 
money, and especially the latter. He 
said that when he first got into the 
telephone business, he used to borrow 
$1000 at 8 per cent from a banker in 
one town and put it on time deposit 
in a bank in another town at 6 per 


cent. In this way he learned how to 
make use of borrowed capital and 
made two banker friends. That man 
now has 40 exchanges, so he must 
have gained the confidence of the 
bankers. 

The first time I borrowed money 


and read that document, “I hereby sell, 
assign and transfer, etc. to the United 
Trust Co. of Abilene, Kan.,” it took 
several days before I brought myself 
around to putting my name on the 
dotted line. I think most ancestors of 
small telephone company men must 
have come from New England, as I 


remember when I was a youngster in 
Vermont, it was almost as much of a 
disgrace to have a mortgage as to be 
a Democrat. Later on when I got to 
traveling around, I found that borrow- 
ing money wasn’t such a blotch on 
your character and that the G. O. P. 
was not in such good repute in other 
parts of the country. 

In a small company, where one man 
has to take the whole responsibility 
of selling his customers on paying 
more for their telephone service and 
selling himself on obligating himself 
cr his company for the large sums of 
money necessary to make dial installa- 
tions, the pressure on one individual 
can hardly be imagined by executives 
in larger organizations. 

It was only by visiting the few 
rugged individuals who had already 
taken the plunge to dial, and by re- 
peated assurances from my friends in 
larger companies, that I got up the 
nerve to start our dial program. I 
tried the easy method first by offering 
to convert one of our exchanges if a 
certain percentage of the subscribers 
would agree to the necessary rate 
schedule. 

A mimeographed letter was sent out 
to all subscribers of one exchange 
explaining the proposed program and 
a return post card was enclosed, giv- 
ing the schedule of rates, which the 
subscriber could sign and return if he 
wanted the improved service. The plan 
was to present these signed agree- 
ments for increased rates to the com- 
mission for their authorization, but 
when only a small percentage re- 
sponded, I knew that the commission 
would not authorize the rates on that 
kind of a showing. 

Once we had indicated that we were 
trying to formulate a program for the 
conversion, subscribers of some of our 
other exchanges began to ask when 
they were going to get modern equip- 
ment and those subscribers who had 
signified their willingness to pay rates 
for dial service began questioning as 
to when the program would get 
started. 


Even people who hadn’t sent in their 
cards said they would like to have dial 
service but just hadn’t signed and 
mailed their cards. Some business men 
said they would like to have the new 
equipment but did not like to sign any- 
thing which would put the operators 
out of a job. Other business men 
strongly advised going ahead and a 
great many farmers were very much 
in favor of the type of service where 
everyone on their line would not be 
listening in on their conversations. 


It was evident that there was no 
stopping now, so on the advice of my 
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friends in the Northwestern Bell Tele- 
phone Co. and Lincoln Telephone & 
Telegraph Co., a survey was made by 
engineers of the Lincoln company 
which had already converted over 60 
exchanges to automatic equipment. 
This survey disclosed that the rates 
which I proposed on the post card sur- 
vey were not sufficient as I had over- 
looked some of the marginal expenses 
and had been a little too over-optimis- 
tic in my estimates of the revenues. 


About the same time it became very 
evident that the increased wages paid 
by every other line of business would 
make it necessary to increase our 
wages so that telephone service could 
keep pace with other lines of business. 

Metallicizing our farm lines on 1950 
and 1951 material prices had greatly 
increased our annual charges and 
these charges, added to a substantial 
wage increase, would make a rather 
drastic increase in rates necessary. 

After wearing the points off a hand- 
ful of pencils, the final answer always 
came up that a $1.50 increase in busi- 
ness and a 75-cent increase in rural 
and individual residence rates was 
necessary. As The Nebraska Conti- 
nental Telephone Co. and one of the 
Hunt properties were the only compa- 
nies that had put a $6.00 business and 
$3.50 rural and individual residence 
rate into effect, in communities the 
size of ours in Nebraska, it was cer- 
tain that such a drastic increase in 
rates would take some selling, both to 
our subscribers and the commission. 


Here’s where I started pacing the 
floor and wondering why I was in the 
telephone business. Why were people 
paying increased prices for everything 
imaginable but raised a howl when 
telephone rates were increased only a 
fraction of increases in prices for 
other products and services. First, my 
face got red when I remembered one 
farm woman had said that the same 
telephone had been in their home since 
they were married 40 years before. 
Then my blood pressure began to rise 
as I thought of the trucks, tractors 
and other machinery on every farm 
and all the new gadgets in every home 
in the community, while we were 
getting on an average of less than 
10 cents a day for telephone service 
and were furnishing everything which 
was necessary to supply that service. 


Why were people spending billions 
for everything except improved tele- 
phone service? All of a sudden it 
dawned on me that the trouble might 
be with us telephone people instead 
of customers. The magazines, news- 
papers, radio and the billboards along 
the highways extolled the pleasure of 
riding the open road in Whozit autos 
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and the thrill which came from a puff 
on a Kubeb cigarette or the taste of 
Finklestein’s beer. About the only 
mention of the telephone was a one 
page ad in the national magazines 
once a month by the largest company 
in the world and a 30-minute radio 
program once a week which was so 
high class that it goes over most of 
their customers’ heads. 

When I settled down to carefully 
analyzing all the problems, it was not 
as frightening as it first appeared. 
People wanted good telephone service. 
Could you expect anything but a 
squawk from our customers when we 
had never told them about our busi- 
ness. Most people are reasonable if 
they understand the facts, so why not 
tell them the facts of life about the 
telephone business. 


After making a very thorough study 
of expenses and revenues and the 
rates necessary to produce these reve- 
nues, I decided to send a mimeo- 
graphed letter to all of our subscrib- 
ers. While waiting for a Union Pacific 
freight train to pass one day, the 
slogan on the freight cars, “Be speci- 
fic, ship Union Pacific,” drummed its 
way into my consciousness and I be- 
gan to wonder if being more specific 
about bringing the facts down to the 
individual on a day-to-day basis might 
not have an effect on telephone cus- 
tomers as well as railroad shippers. 

The letter started off by announc- 
ing the program to convert all of our 
telephone exchanges to automatic op- 
eration. We told our customers we 
were sure that they would not object 
to paying increased rates for the dial 
service, but we were confronted with 
having to increase the wages of all 
our employes because of increases 
being paid by all other lines of busi- 
ness. 


When increased costs made it neces- 
sary for the telephone company to in- 
crease its prices, it was necessary to 
make detailed studies and spend 
months getting them approved by the 
commission. We admitted that the 
telephone business was different from 
any other business and that neither 
the value to the buyer nor the cost to 
the seller of telephone service could 
be measured like the value of a gallon 
of gasoline or a pound of sugar. 

We told the business men that their 
higher rates and their toll calls helped 
pay for giving service to the farm 
subscribers and then asked them what 
their service would be worth if it 
weren’t for the residence and farm 
telephones. They were then asked if 
24 hours of service weren’t worth the 
price of a package of cigarettes. 


The farmers were reminded that the 


cost of metallicizing their lines was 
due to the REA electric service which 
they were enjoying and that more 
than one-half of our investment was 
in farm lines and equipment, and that 
only one-third of our revenue came 
from that source. The rates we were 
asking for farm telephone service 
would cost no more than a bottle of 
pop and three sticks of gum for 24 
hours in comparison to thousands of 
dollars they were spending every year 
for machinery, cars and gadgets for 
their homes. 

The housewife was asked if the 
pleasure and protection of the tele- 
phone for 24 hours wasn’t worth the 
price of a pint of milk and she was 
reminded that party line service was 
available if her budget could not stand 
the one to two and one-half cent in- 
crease a day that we were asking. 

They were told that it would take 
years to complete this program as we 
have five exchanges and about the only 
way that seemed feasible was to fol- 
low the conventional American family 
custom of part of the family staying 
home and working while the rest were 
going through high school and college. 

The same rates, regardless of size of 
exchange or class of equipment, were 
proposed on the basis that the cost of 
giving service on the smaller ex- 
changes was much higher per tele- 
phone and the cost of maintaining the 
old equipment was much greater than 
that which would be placed in service. 

The proposition was made to sell our 
farm lines to any group of farmers 
who would like to buy them and go on 
a service station basis. The letter was 
ended by inviting everyone to attend 
the hearing of the state railway com- 
mission and present any opinions 
which they cared to. 

Before we sent out our letter an- 
nouncing our intention of asking for 
an increase in rates, we visited with 
some of the key business men and 
farmers in each of our exchanges and 
explained our whole program. After 
the letter went out we visited the serv- 
ice and community clubs and showed 
moving pictures which we _ secured 
from the Bell company. Employes kept 
track of any dissatisfaction expressed 
by customers and we made it a point 
to visit them as soon as possible. 

The next step was to prepare the 
data which was necessary to secure 
the financing for the dial program. 
Just two years ago today in this very 
hotel, (Conrad Hilton of Chicago), in 
a conference with Mr. Hardy of the 
Chase National Bank, I presented the 
information and studies that had been 
suggested in the bank’s financing pro 


(Please turn to page 34) 
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Ts: REACTION to the President’s 


State-of-the-Union message has 

been generally favorable on both 
sides of the aisle. The compliments of 
the Republican congressmen have been 
direct and obvious. The Democrats 
have had to be more indirect. They 
called the President’s proposal “New 
Dealish,” as an advance explanation 
by many of them for measures which 
they will have to support. 

The dilemma of the Democratic 
congressmen is that they now look 
on President Eisenhower as a probable 
opponent in the 1956 presidential elec- 
tion. So they are confronted with a 
difficult choice: (1) They can help 
pass some of the President’s recom- 
mendations — explaining their actions 
with comments as to their “New Deal” 
origin. But that would prevent them 
from attacking the President and his 
policies very effectively’ during the 
campaign next year. After all, they 
will have voted for them. (2) They 
could oppose the President’s recom- 
mendations, thereby setting up a con- 
sistent basis for attacking the Presi- 
dent himself in the campaign. But 
that would put them in the position 
of running out on the so-called “‘New 
Dealish” legislation. It will be inter- 
esting to watch how the Democratic 
congressmen resolve this inner conflict. 

The Republican members have plenty 
of conflicts of their own to resolve. 
There is still a rebellious right wing 
seeking a stronger policy on _ tariff 
protection, immigration restrictions, 
reduction on public spending, and con- 
tinued bearing down on communists in 
government, despite the repercussions 
of the McCarthy affair. It is safe to 
say that President Eisenhower will get 
his way with Congress only with the 
help of a sizable segment of Demo- 
cratic support. 

The calm and urbane tone used by 
the President in advocating his 1955 
legislative program blurred the sharp 
edges of the numerous and contro- 
versial items he has asked Congress 
to approve. Every President is usually 
under such pressure to clean up the 
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Reaction to President's State-of-the-Union message generally 

favorable in both parties. . . . Utilities interested in some angles 

of message. . . . Highway legislation, and fate of utilities in 

receiving payment of relocation expenses, passed over lightly. 
REA not mentioned in speech by President. 


leftovers from his original program, 
in the second half of his term. One 
could run back through the messages 
of nearly every President since Theo- 
dore Roosevelt, in the third year of 
his term, and the phrase “finish the 
job” would be found 
and again. 


recurring again 
Glancing rapidly over the whole 
range of the President’s program, these 
are the things which the Democrats 
and Republicans will fall out about, 
more or less along party lines: 


(1) Limited amendments of the 
Taft-Hartley Act. The Democrats will 
want much broader pro-labor amend- 
ments. 

(2) Universal training for military 
reserve. 

(3) A limit on public housing. 

(4) A rise in postal rates. 

(5) Admission of Hawaii, but not 
Alaska. 

(6) A continuation of 
ship” policy of federal 
velopment. 

(7) A limitation on minimum wage 
increase to 90 cents an hour. 


“partner- 
resource - de- 


As of this writing your correspond- 
ents would say that the President’s 
chances of getting his own way are 
good on the first three of these items, 
very poor on numbers four and five, 
and a compromise or standoff on six 
and seven. 

But what about the President’s pro- 
posals which cut straight across party 
lines? This means those measures will 
make a lot of Democrats fight Demo- 
crats, and a lot of Republicans fight 
tepublicans. There are several of these 
proposals in the President’s speech: 


(1) Federal assistance for 
health and education. 

(2) Three-year extension of the Re- 
ciprocal Trade Act. 


public 


(3) Establishing a co-ordinator of 
public works. 

(4) Reduction of tariff barriers. 

(5) Lowering the constitutional 
voting age to 18 years. 


In this group the President’s batting 
average ought to be much better. He 
stands a good chance of getting all 
or most of his way on the first four. 
But it is doubtful if the present 
Congress will go in for teenage voters. 


Eisenhower the Man 

One of the most interesting aspects 
of the President’s address was the side 
light which was thrown on the per- 
sonality of the President himself. There 
was for example his encouragement 
of the arts, and other cultural activity. 
Like British Prime Minister Churchill, 
President Eisenhower is an enthusi- 
astic amateur oil painter. This may 
explain the following passage from the 
message, which is more expressive of 
sentiment than it is definite in detail: 


“The federal government should do 
more to give official recognition to the 
importance of the arts and other cul- 
tural activities. I shall recommend the 
establishment of a Federal Advisory 
Commission on the Arts... to advise 
the federal government on ways to 
encourage artistic endeavor and appre- 
ciation. 

“IT shall also propose that awards 
of merit be established whereby we 
can honor our fellow citizens who make 
great contribution to the advancement 
of our civilization.” 


This writer was moved by another 
passage of the President’s message. 
It shows the rich spiritual conception 
of President Eisenhower and gives us 
a glimpse of the basic philosophy by 
which he lives. Speaking of the “true 
nature of the struggle now taking 
place in the world,” the President ad- 
monishes us all as to the importance of 
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understanding the real stakes in the 
titanic contest of the human race. He 
says: 


“It is not a struggle merely of eco- 
nomic theories, or of forms of govern- 
ment or military power. At issue is 
the true nature of man. Either man is 
the creature whom the Psalmist de- 
scribed as ‘a little lower than the 
angels,’ crowned with glory and honor, 
holding ‘dominion over the works’ of 
his Creator; or man is a soulless, ani- 
mated machine to be enslaved, used 
and consumed by the state for its own 
glorification. 

“It is, therefore, a struggle which 
goes to the roots of the human spirit, 
and its shadow falls across the long 
sweep of man’s destiny. This prize, 
so precious, so fraught with ultimate 
meaning, is the true object of the con- 
tending forces in the world.” 


Utility Angles in the Message 

For public utilities there were sev- 
eral points of special interest in the 
President’s State of the Union Mes- 
sage. For Independent telephone com- 
panies in particular there was Eisen- 
hower’s direct reference to a proposed 
increase in the federal minimum wage 
and for limited amendments in the 
Taft-Hartley Act. The President’s own 
words on this are as follows: 


“First, in the last five years we have 
had economic growth which will sup- 
port an increase in the federal mini- 
mum wage. In the light of present 
economic conditions, I recommend its 
increase to 90 cents an hour. I also 
recommend that many others, at pres- 
ent excluded, be given the protection 
of a minimum wage. 

“Second, I renew my recommenda- 
tion of last year for amendment of the 
Labor Management Relations Act of 
1947 to further the basic objectives of 
this statute. I especially call to the 
attention of the Congress amendments 
dealing with the right of economic 
strikers to vote in representation elec- 
tions and the need for equalizing the 
obligation under the act to file dis- 
claimers of communist affiliation.” 


It is a pretty safe bet that the labor 
union people will not be satisfied with 
the moderate extent of either of these 
proposals. They would like an increase 
of from 75 cents to $1.25 an hour in 
the federal minimum wage. And they 
would like to have a good many more 


restrictions on organized labor and 
labor leaders drawn from the Taft- 


Hartley Act, instead of merely settling 
for the right of strikers to vote in 
bargaining elections and a requirement 
that employers take anti-communist 
oaths, just like labor union leaders are 
required to do. 

On the minimum wage front, three 
bills were introduced in the Senate on 
the day before the President’s message 
was read to the Congress. Only one 
of these, by Senator Smith (R., N. J.), 
was confined to the President’s 
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pro- 


posal of an increase from 75 cents to 
90 cents an hour for the minimum 
wage. The other two, by Senator Potter 
(R., Mich.) and Senator Humphrey 
(D., Minn.), respectively, would boost 
the minimum to a dollar an hour. 

the House there were 
several bills on the subject, going as 
high as $1.25 an hour. But the House 
organization in the new Congress is 
lagging behind the Senate so that Sen- 


Over on side 


ate bills will probably get off to a 
better start. The outlook seems to be 
that the labor committees in both 
chambers will take this 90-cent pro- 


posal of President Eisenhower’s as a 
starting point and write their own 
bills, possibly ending up with a dollar 
minimum. 

AFL George Meany was 
particularly disappointed over the fail- 
ure of President Eisenhower to propose 
an amendment to the Taft-Hartley Act 
which would discourage the steadily 
increasing number of so-called state 
“right to work” laws, which outlaw the 
enforcement of closed shop bargaining 
agreements at the state levels. 


President 


Highway and Project Legislation 

President Eisenhower passed only 
lightly over his expected recommenda- 
tion for large-scale federal-aid highway 
appropriations. He is going to send 
a special this Jan. 27. 
Public utilities are anxiously awaiting 
a report of the Secretary of Commerce 
to Congress on the question of whether 
such federal funds in aid of highway 
construction should be authorized in 
part to defray the expense of relo- 
cating utility facilities (including tele- 
phone facilities, of course) made nec- 
essary by highway building. 


message on 


Thanks to the evidence furnished by 
many utility companies, including those 
publicly owned, the Secretary of Com- 
merce will not lack a basis for a sound 
recommendation to Congress. Such a 
recommendation would out that 
utility ratepayers are with 
an unrelated operating expense be- 
cause of such highway building—one 
which is certain to such 
a large scale. What Congress will do 
about such a recommendation—if made 
—is another matter. 

For the number of 
years, the President’s opening message 
failed to mention the work of the Rural 
Electrification Administration probably 
because of the attention which the 
President had to give to much more 
controversial phases of farm policy. 
Eisenhower did, however, touch on his 
administration’s policy of ‘“partner- 
ship” in developing public works, in- 
cluding public projects. This 
policy has been under fire from the 
public ownership forces in Congress. 


point 
burdened 


increase on 


first time in a 


power 


The President came up with a new 
idea, as a possible means of settling 
the conflict of opinion of various ele- 
ments on public works. He said he was 
going to ask Congress to set up an 
“Office of Co-ordinator of Public Works 
in the Executive Office of the Presi- 
dent.” This top official would probably 
become a of “ezar” of federal 
public works planning, thereby elimi- 
nating some of the old rivalries which 
still persist, to extent, among 
such agencies as the Interior Depart- 
ment, Reclamation Bureau, U. S. Army 
Engineers, Agriculture Department, 
and the Tennessee Valley Authority. 


sort 


some 


McConnaughey the Prophet 

If FCC Chairman George C. Mce- 
Connaughey can forecast regulatory 
developments as well as he can football 
games, he ought to go on President 
Eisenhower’s Council of Economic Ad- 
visers. Two days before the Rose Bowl 
game at Pasadena, Chairman McCon- 
naughey was in Los Angeles to address 
the Southern California Broadcasters 
Association. Newspaper 
caught up with him at the Statler 
hotel and asked him about various 
weighty affairs — including the 
Bowl game. 


reporters 


Rose 


A loyal son of the Buckeye State, as 
well as a long time Ohio State rooter, 
McConnaughey had no hesitation in 
forecasting a State victory over South- 
ern California. 

“Let’s say the score will be 21-7.” 
These were the very words he spoke, 
on the record as of Dec. 30, 1954. On 
New Year’s day, the Trojans found 
out they could not lick Ohio State, so 
they tried to drown them. In a steady 
rain, the Rose Bowl (since referred to 
as the Fish Bowl or Mud Bowl) con- 
test held and when the players 
finally came up for air, the end result 
was 20-7. That extra point’ Chairman 
McConnaughey predicted is probably 
still floating around somewhere out 
there in all those wet rose decorations. 

In his talk to the broadcasters, the 
FCC chairman again advanced his 
theory that the best and most effective 
kind of regulation is that which is 
voluntary—with a minimum of govern- 
ment intervention. He said: 


was 


“IT favor as few governmental con- 
trols as possible consistent with the 
public interest. I believe in a minimum 
amount of regulation. Within the 
bounds of public interest, competitive 
free enterprise is what we should have 
in this country. 

“T have confidence in the communi- 
cations industry, in radio and in tele- 
vision. The industry has made great 
strides in carrying out its great re- 
sponsibilities for public service. Regu- 
lations should come into the picture 
only when industry does not perform 
its job.” 
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Working With 





By GILBERT R. BRACKETT 


HE CHIEF FUNCTION of any 

supervisory job is to train toward 

securing and improving the coop- 
eration of those we supervise. Experi- 
ence and training has taught us the 
technical side of the job but what do 
we know about people? 

Happily, cooperation is honestly en- 
joyable to most people. We find satis- 
faction in being a part of a team and 
once we learn how to cooperate it can 
be a lot of fun. We can do a great 
deal to help people to cooperate; the 
degree to which they will participate 
depends a lot on the way we try to get 
their cooperation. 

Let us try to review methods of se- 
curing cooperation of our people and 
at the same time take a close look at 
the people we are supervising. As we 
study these things, we should see 
realistically both ourselves and our 
people, so we will be able to decide 
the action that will lead us nearer our 
goal. 

Whether we supervise only one per- 
son or a hundred, it is necessarily im- 
portant that we know how to deal with 
people. This means treating those we 
supervise in a way that will make 
them not only want to do a good job 
but will get satisfaction out of doing 
it. Some of us don’t take the time 
or don’t have the patience to treat 
people as they would like to be treated. 
Learning how to work with people may 
qualify us for a better job but more 
than that, it will bring us a great deal 
of personal satisfaction and will make 
our job much easier. 

The help you receive from reading 
these articles will depend on how much 
thought you give to their message. 
You are going to get just as much out 
of them as you put into them; the 
more you give, the bigger dividend in 
results you will receive. 

The difference between doing the job 
yourself and assisting others to do it. 
As telephone people it is our respon- 
sibility to give the customer as accur- 
ate, courteous and fast service as pos- 
sible. But since we are supervisors, we 
seldom give direct service to the cus- 


tomer. It is given through the people 
we supervise. This is a very impor- 
tant point. 

Ft. 


Supposing we fail to grasp the 
meaning of this point. What do you 
think might happen? 

For one thing, you might attempt 
to handle a circumstance yourself, not 
stopping to realize that it is one thing 
to be able to do something yourself 
but it’s an entirely different thing to 
explain it to someone else. 

Generally, the 
do not 


people we supervise 
like to have us interfere with 
their jobs and it wouldn’t be good prac- 
tice if some of them didn’t mind. There 


are supervisors who feel the people 
under them waste time and material. 
Other supervisors can’t tell anyone 


how to follow specifications. They can 
do the job themselves but they can’t 
tell others how to do it. While others 
like to have their people depend on 
them. Perhaps they don’t realize it but 
it makes them feel necessary and im- 
portant. Among our people we will 
find those who are afraid to try be- 
cause their efforts might be ridiculed 
by some other employe. 

What are some of the ideas you can 
get from these examples that will help 
you in your work? Here are a few: 

(1) We can try to make each per- 
son we supervise self-reliant by letting 
them do the job they are supposed to 
do by themselves. 

(2) We can build up the person’s 
confidence in himself by encouraging 
him to go on in his efforts, in spite of 
the difficulties he may meet. 

(3) Guard against any impulse to 
do the job yourself. If you don’t the 
person can lose confidence in himself, 
give up any attempt at self-improve- 
ment. Undoubtedly he will express dis- 





First of a Series 


This is the first of a series of 
eight articles which are presented 
to be of help to supervisors in 
with 


working the people under 


their jurisdiction. 

Proper supervisior is one of 
the most needs of 
today in 
securing maximum cooperation 
and production of employes and 
it is hoped these articles will be 
of value to telephone company 
supervisors. 


important 
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pleasure at 
he didn’t ask for. 


receiving assistance that 


(4) Don’t get the idea that it is 
easier to do the job yourself than it 
is to teach someone else to do it. For 
example, one of your people may ask 
for help in a certain situation. Don’t 
take the job away from him, instead, 
tell him how to handle it. Of course, 
there will be the emergency case that 
takes handling by a more experienced 
person—yourself—but be sure to give 
the person you help the reason why 
so he won’t feel you didn’t have con- 
fidence in him. 


Just as soon as we assume respon- 
sibility for work done by others, there 
are three roads open to us: 


First, we can follow the road of the 
dictator. Be too exacting, demanding, 
too critical, too strict. Expecting the 
people we work with to do just as we 
say without question, whether they 
know the reason for the request or not. 
Being dictatorial or in the language of 
today, “A slave driver’; taking the 
attitude that everyone is going to live 
by the book or else. 

Second, we can follow the road of 
least resistance, shrugging our shoul- 
ders, giving up easily when we fail to 
get results. We can allow careless, 
slipshod work. We can allow the per- 
son to be indifferent toward the job, 
ignore its importance. As easy as this 
road may seem, it does not lead to 
success but failure, and the loss of re- 
spect of those with whom we work. 

Third, there is the road of good 
leadership. Here we set a good ex- 
ample by showing a sincere interest 
in each one of our people. We try 
to help each one see the rewards for 
good work, help them to like their 
work and want to do a good job. Make 
them feel they can ask and shall re- 
ceive help whenever it is needed. In- 
still in them the feeling of pride in a 
job well done. 


We will discuss these roads more 
fully as we go along but the important 
point to remember is that we get re- 
sults through people, and the tm- 
portant part of any business is its 
people. They are all human beings and 
do not work in the precise manner 
that equipment does. Therefore, if we 
are to get the job done promptly 
and well, we must know people. 

Let’s keep in mind that once we 
were faced with the same situations 
and problems that our people are fac- 
ing now. We worked happily when we 
had someone to listen to us and help 
us. 
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RIVATELY OWNED 
answering bureaus are now all 
doing a big business throughout 

the country. There are today 270 sys- 


telephone 


tems of telephone answering service in 
the state of California alone. The 
telephone has become so important to 
professional and business people that 
in many cases it cannot be left unat- 
tended. Today some of these large an- 
swering bureaus employ as many as 65 
operators. 

These bureaus operate in various 
ways, but their main function is to 
answer your telephone when you are 
absent, take a message and advise you 
of the calls you have received when 
you return. This type of service has 
increased to such an extent that in 
many cases it has been necessary to 
design special equipment to handle the 
peculiar requirements. 

In this connection, the Beil Tele- 
phone Laboratories have developed 
new equipment known as the “concen- 
trator.” This equipment permits a bu- 
reau to serve as many as 100 clients 
in a different exchange and requires 
only four trunks between the remote 
exchange and the answering bureau. 

Also, a special type of switchboard 
for use by these answering bureaus 
has been designed by the Bell Tele- 
phone Laboratories and is scheduled 
for production this year. 

There is no doubt that these answer- 
ing bureaus are necessary and that 
they are all performing a worthwhile 
service. However, it does seem a pity 
that this type of service is not fur- 
nished by the telephone operating com- 
panies. It appears reasonable to as- 
sume that the operating company with 
a pool of operators, supervision, equip- 
ment and facilities available could do 
a much better job than some outside 
individual. Perhaps it is not too late 
for some of the Independent operat- 
ing companies to get into this special 
service at a profit to themselves and 
the community they serve. 


eee 
We enjoyed a visit to the sound 
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trailer of the Webster Electric of Ra 
cine, Wis., when it spent a day in 
Washington, D. C. recently. This 
trailer is equipped with all products 
manufactured by the Webster Co. The 
various types of paging, intercommu- 
nication and loud speaker systems were 
installed in the trailer so that they 
could be demonstrated quickly. Vari- 
ous types of magnetic tape recorders 
were also on display. 

This trailer demonstration indicated 
clearly how many of these equipments 
may be used to advantage in the Inde- 
pendent telephone industry. We are 
firm in our conviction that if our in- 
dustry had a better understanding of 
some of these border line services that 
more of them would be used to increase 
revenue. 


According to a United Press release, 
Japanese telephone operators who 
handle overseas teiephone calls fron) 
Tokyo have some vivid impressions of 
their work. The following were car- 
ried in the Mainichi papers recently: 

Fujiko Kinoshita, 22, with two years 
experience as an operator, said: “I was 
astonished at first at the passionate 
conversations carried on by some 
American men and women over the 
phone but now I have become more 
used to it.” 

Yoshimi Mita, 23: “My most vivid 
memory is of hearing an American 
soldier cry upon learning of his moth- 
er’s death. I felt so sorry for him that 
I cried too and stopped the clock mark- 
ing time for telephone charges.” 

Mikiko Matsubara, 24, of the atom 
bombed city of Nagasaki: “Americans 
are usually patient and wait in a 
gentlemanly manner. Japanese are im- 
patient and shout ‘Bakayaro’ (fool) 
right away. The easiest telephone op- 
erators abroad to make friends with 
are those of France.” 

Yoshiko Kobayashi, 24: “In the eas- 
tern part of the United States, English 
is spoken fast and crisply. There is a 
soft sweet drawl in the south. West 
Coast English is easy to understand.” 


Yoshiko Mukai, 24, who was born in 
the A-bombed city of Hiroshima: “I 
heard General Dean speak when he re- 
turned from a prison camp in Korea 
and he sounded so very tired.” 

Masuko Matsumoto, 23: “Some 
American women keep right on talking 
even when they are told their time 
limit is up.” 

Michi Suzuki, 31: “Once an Ameri 
can man came to ask that telephone 
time be found on a crowded Sunday.” 
She later found out he was movie 
actor William Holden. “If I had known 
who it was, I wouldn’t have been so 
obstinate,” she said. “‘He speaks very 
beautiful English.” 


There is just no doubt about it, the 
new telephone sets in color are most 
attractive. believe that 
the cords should be the same color as 
the instrument in some of the shades. 
Then, also, we don’t exactly care for 
the black dial on some of the brighter 
colors. In our opinion, a dial of the 
same color as the set, or clear plastic 
or nickel-plated, presents a much better 
appearance. 

Almost operating telephone 
company encourages its workers to re- 


However, we 


every 


port accidents and accident hazards. 
This practice is good as far as it goes, 
but is it possible to recognize an ac- 
cident hazard? Recent publications of 
both the National Safety Council and 
the American Institute for Research 
suggest that it is not. 

A near-accident or “close call” may 
not appear to result from a potentially 
recurring source of danger until a 
qualified person examines all the facts. 
Unfortunately, reports of these near- 
accidents are seldom made. The 
conditions go uncorrected until a real 
accident happens—and then, of course, 
it’s too late. 


It has been said that the devil is not 
afraid of a bible with dust on it. 
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TELEPHONE COMPANIES 


Must SELL More to get more 


dollar in all lines is expected to 

sharpen in 1955, and when this 
coincides with the telephone industry’s 
nearing the end of held order lists, it 
presages a need for stepped-up effort 
by telephone companies to secure new 
business and _ increased 
perhaps even to 
gains. 

National advertising by the United 
States Independent Telephone Associa- 
tion (in Time, U. S. News & World 
Report and Better Farming) has laid 
some of the groundwork necessary for 
getting the Independent industry’s sales 
story across to prospects as well as 
subscribers. However, selling at the 
local level is still required to add to 
the impression made by the national 
ads in order to present the strongest 
possible appeal for the 
dollar. 


C tas in at for the consumer’s 


revenues, or 
consolidate recent 


customer’s 


One factor that makes this new 
urgency to sell a little difficult to cope 
with is that a number of companies 
will be selling for the first time in 
many years. Even many of those com- 
panies which have kept up steady sell- 
ing campaigns through the war and 
postwar years will no doubt increase 
their efforts to sell new services. 

Bell System companies have recog- 
nized the necessity of increased sales 
efforts and have responded by stepping- 
up advertising schedules and assigning 
3,000 employes to selling activities. 
An article appearing in the Wall Street 
Journal on Dec. 30, 1954, and written 
by Vinton McVicker staff reporter, 
told in detail of the extension of Bell 
System sales activities. We herewith 
quote the article in full: 

“The 


comes 


telephone service man who 
to your house to move your 
phone to a new location may prove to 
be a salesman, more or less disguised 
with a kit of tools and a roll of wire. 

“Before he leaves, you may find you 
have ordered an extension for the kit- 
chen, a volume-controlled instrument to 
help your slightly deaf mother hear 
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better, or an extra bell in the back 
yard to summon you 
working in the garden. 


when you are 


“Likewise the charming lady your 
wife meets at a social gathering—a 
telephone company personnel _ super- 
visor or business office representative 
—may turn the conversation to the 
new line of decorator-color telephones 
or the low cost of long-distance calls. 


“Such incidents are symptomatic of 
the Bell System’s first big nationwide 
merchandising campaign in years, a 
drive just now gathering momentum. 
It’s prompted largely by two develop- 
ments: The system is more nearly 
caught up with demand for telephone 
service than since before World War 
II. And its rate of growth slowed 
down from late 1953 .through most of 
1954, in reflection of the general busi- 
ness dip. 

“The Bell System—American Tele- 
phone & Telegraph Co. and its sub- 
sidiaries—is of course far and away 
the biggest factor in the telephone 
industry, with 85 per cent of the tele- 
phones in service in the U. S. Some 
of the over 5,000 other telephone 
concerns also are stepping up sales 
efforts. For example, General Tele- 
phone Co., the biggest of these smaller 
outfits with a system of its own spotted 
from New York state to California, 
has hiked its 1955 advertising budget 
by 14 per cent over 1954. 

“Bell 
have 


companies over the country 
3,000 employes formally 
classified as salesmen and service rep- 
resentatives. But for its big sales 
push, officials of the system regard 
every one of its nearly 700,000 em- 
ployes as in those categories. 


some 


“*Every Bell System employe is on 
the sales force,’ says a piece in a 
house organ published by Western 
Electric Co., the system’s manufactur- 
ing wing. This article urges ‘word-of- 
mouth sales promotion,’ in which ‘each 
employe can help by telling his friends 
and neighbors about the new telephone 
equipment and services available.’ 





“*Tyo your neighbors know,’ W. E. 
employes are asked, ‘that one of the 
biggest bargains today is a long dis- 
tance call?’—for example, New York 
to Los Angeles after 6 p.m., three 
minutes for $2.00 plus tax. 

“A like note is sounded by Mountain 
States Telephone & Telegraph Co., 
serving the Rocky Mountain area from 
the Canadian to the Mexican border: 

“<Telephone people, on and off the 
job, talk to hundreds of people every 
day. They see potential customers 
everywhere—ride to work with them, 
play bridge with them, see them when 
they’re shopping and talk to them over 
the back fence. Each of these contacts 
means an opportunity to tell people 
about our new telephone products and 
services.’ 

“While the telephone companies have 
been feeling their way into a merchan- 
dising campaign for the better part of 
a year, their first loud public blast 
came in October, with double-page ad- 
vertisements in full color in six na- 
tional magazines over the signature of 
Western Electric. These reached a 
circulation of nearly 20 million. 

“The attention-getter in that initial 
spread was the new line of colored 
telephones, to ‘blend with decor of home 
or office.” Two samples were portrayed 
in half natural size—one in green, with 
a transparent plastic finger wheel, the 
other a two-tone job in red and black. 
Alongside were samples of other colors 
available — gray, yellow, beige, red, 
ivory, blue, green and brown. The 
color telephones are installed at a 
higher fee than others, but may carry 
no extra rental. 

“Also pictured in the two pages 
were other items the telephone com- 
panies have for rent: A telephone with 
a lighted dial, an automatic answering 
device, a telephone with a built-in am- 
plifier, a cut-out switch that prevents 
eaves-dropping on an extension line, 
a spring cord that eliminates tangled 
wires, a plug-in telephone that can be 
moved from room to room, a button- 
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control instrument that can be 


nected to several lines. 


con- 


“One of Bell’s newest gadgets wasn’t 
shown in the ad. It’s the ‘hands-free 
set.’ It looks and works like an ordi- 
nary desk telephone, until you push a 
button that brings into use a tiny 
microphone in the base of the instru- 
ment and a loud speaker smaller than 
your hand. When you do that, you can 
leave the hand-set lying in its cradle 
and, sitting at your desk several feet 
from the instrument, can carry on 
your conversation with your hands free 
to leaf through papers, write memo- 
randa or light your pipe. A _half- 
dozen other people gathered around the 
desk can carry on a telephone confer- 
ence with this’ instrument. 
run about $6.00 a month. 


tentals 


“The opening ad for color telephones 
was followed in November by another, 
also two pages in color, in four wom- 
en’s magazines with circulation of close 
to 15 million. For 1955, the Bell Sys- 
tem’s total ad outlay, geared closely 
to revenues, may rise perhaps 2 million 
dollars from this year’s estimated 25 
million dollars. And there’ll be a con- 


tinuing heavy accent on the color 
telephones. 
“Telephone people say it’s pretty 


early to tell the results of the sales 
drive. But they note that this year 
Western Electric shipped about 300,000 
color telephones, almost all of which 
are reported in use. With demand 
now running ahead of production, they 
expect next year’s shipments to top 
a million. 

“The Bell System is finishing 1954 
with nearly 44 million telephones in 
service, almost twice as many as at 
the end of 1945. Smaller, ‘Independent’ 
telephone companies, which profit by 
Bell advertising, have about 8 million 
more. 

“By expanding its plant at a speedy 
clip, Bell has cut its waiting list for 
telephone service from 2.1 million at 
the end of 1945 to 400,000 at the close 
of 1953 to 200,000 now. It hopes to 
pare that number to 50,000 by the end 
of 1955, and most of those will be in 
scattered, hard-to-reach rural areas. 

“Meantime American Telephone & 
Telegraph Co.’s Long Line traffic gain 
this year over last slipped to 5 per 
cent, in contrast to increases of 8 per 
cent or better in recent years. That 
slower rise came at a time when cir- 
cuits had been built up to handle much 
bigger business. 

“To meet this situation, AT&T is 
concentrating on selling more long- 
distance service to business firms. It’s 
using a program developed 
through test campaigns made five years 
ago in Cleveland, Pittsburgh and Phila- 
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sales 


delphia. At 


business 


that time 
customers were interviewed 
to find out how they were using long 
distance and 300 case histories 
were compiled in a manual now in use 
by more than 300 salesmen calling on 
business firms. 


“*The sales approach is 
suggesting to the customer uses of 
long distance which have been time- 
tested by other customers,’ said Justin 
J. Murphy, sales and servicing engi- 
neer in AT&T’s commercial division. 

“The ‘key town 
being used to 


hundreds of 


some 


based on 


plan’ is idea 
promote use of long- 
distance service by traveling salesmen. 
Central points on an itinerary are 
mapped by the manager with 
help from a telephone company repre- 


one 


sales 


sentative. From those locations the 
salesman calls his customers in sur- 
rounding territory, saving time and 


money it would cost to visit them one 
by one. 

“A variation of 
stop plan.’ On 


that is the ‘skip 
trip around his 
territory the salesman omits alternate 
towns and uses the telephone instead. 
Next time around he _ reverses the 
process. By that means he can main- 
tain personal contact with 
and at the same time save 
travel expense. 


one 


customers 
time and 


“Credit cards issued by member com- 
panies fit in with this program and 
help to promote general use of long- 
distance service by travelers. By giving 
the code number of his card to an 
operator anywhere, a card-holder can 
have his calls charged to his home or 
business telephone. 


“Another business-builder for long 
distance is evidenced by occasional list- 
ings you may see in your home-town 
telephone book —an out-of-town ex- 
change prefix is ‘ENterprise’ or ‘ZEn- 
ith.” That number shows the firm in 
another city will automatically accept 
collect calls from customers in your 
city, without the customer’s having to 
ask for a reversal of charges. 

“Cincinnati & Suburban Bell Tele- 
phone Co., busily selling this service 
to its customers, says an ENterprise 
listing gives a Cincinnati business firm 
in effect a branch office wherever one 
is wanted. Signs at the Boone County 
Airport in Kentucky, outside Cincin- 
nati, invite arriving travelers to call 
ZEnith numbers to 
hotels downtown. 


reserve rooms at 


“ee 


Amanda, the electronic reception- 
ist? is the name Bell have 
applied to the automatic answering 
and recording machine, a gadget that 
is proving highiy salable for small 
offices, repair shops and other places 
that do much 


workers 


business by telephone 


but often have to leave the shop un- 
staffed. 

“Says Illinois Bell Telephone Co. in 
an advertising leaflet: 

“*When you go out you simply turn 
Amanda on. Then pick up your tele- 
phone and dictate. a message something 
like this: “This is the Acme Realty 
Co., MAin 2-1234. Your call is being 
received by the 
automatic 


telephone company’s 
device. I'll be 
out of my office until 4 p.m. but 
may leave your name and telephone 
number after you hear the ‘beep’ tone. 
Or, if you like, you may leave a half- 
minute message for me and I'll call you 
when I return. Thank you for calling’’.’ 

“The magnetic drum that receives 
incoming calls has space for 20 half- 
minute When the 
returns, he can listen to these messages 
as often as he wishes before he erases 
them by resetting the machine to take 
new messages. He also can play back, 


answering 
you 


messages. user 


for checking, the message he leaves 
with Amanda to answer callers. 
“The answering set, with simple 


automatic controls, is in a box about 
the size of a portable typewriter case. 
In commercial use for 
year, it 


more than a 
was developed by Bell Tele- 
phone Laboratories in studies that be- 
gan 25 years ago. Today about 9,000 
to 10,000 answering sets are in use. 
“Initial installation charge for the 
answering machine, varying in differ- 
ent Bell companies, about $15, 
and rentals are $12.50 to $15 a month. 


runs 


“Extension telephones for Christmas 
gifts are a promotion the Bell com- 
panies find profitable. This year some 
of them used newspaper ads to make 
this offer: A gift-wrapped instrument 
delivered before Christmas; an installer 
to come around a day or so later to 
connect it; charges to be entered on 
donovr’s regular telephone bill. 

“And 
finding 


the telephone companies are 
they still sign up 
customers, although 70 per cent of 
American households now have tele- 
phones. Michigan Bell Telephone Co. 
sent out a sales crew to canvass tele- 
homes in Midland, Mich., 
where 92 per cent of all residences 
were on the lines. The 
visited 547 prospects and sold 292 of 
them. Meanwhile another 
38 extensions to old 


can new 


phoneless 
canvassers 
crew sold 
customers. 

“Working to sell more long-distance 
talk of the and family kind, 
Bell is bearing down on the idea that 
toll calls cost than 
think. 

“A typical ad table of 
sample rates. Lower evening and Sun- 
day tolls are stressed, in an effort to 


(Please 


social 


less most people 


carries a 


turn to page 42) 
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Virginia Commission Approves 
$140,000 Raise for Independent 

The Virginia 
sion recently authorized the 


Commis- 
Home 
Telephone & Telegraph Co., Tarboro, 
N. C., to increase its rates to produce 
an estimated $140,000 additional gross 
revenue per year (TELEPHONY, Oct. 30, 
p. 32). 


Corporation 


The company serves some 9,500 sub- 
14 Virginia counties. The 
increases will produce $28,000 per year 
less than the company had sought in 
its application. 

Home T&T had asked the commis- 
sion for increases which would produce 
$168,000 more per year. 
on the application Norman S. 


seribers in 


At a hearing 
Elliott, 
commission counsel, contended the com- 
pany needed only $111,000 more each 
year to produce a 6 per cent return on 
its investment. The company’s $168,- 
000 request would have produced a re- 
turn of approximately 6.9 per cent, it 
was reported. 

18 exchanges and 
other equipment were valued at $3,- 
341,500 in exhibits submitted to the 
commission. Operating revenue in 1954 
was expected to total about $607,000. 


The company’s 


In issuing its order, the commission, 
in most instances, gave the company 
the rates it had asked for on business 
telephones, but reduced the requests 
for residence subscribers. 

The company operates under five dif- 
ferent rate schedules, the schedule be- 
ing determined by the number of tele- 
phones in an exchange. 

In 138 communities—Alberta, Barnes- 
ville, Boydton, Boykins, Capron, 
Claremont, Courtland, Holland, Ivor, 
Jarratt, Keysville, Stony Creek and 
Wakefield—the company has 
than 500 subscribers. 


fewer 


For business telephones in these 13 
communities, the following rate in- 
creases were granted: 


Business, one-party, now $4.75 will 
go to $7.25; two-party from $4.00 to 
$6.25 and multi-party from $3.00 to 
$5.00. Residence rates will go up from 
$3.75 to $4.50 for one-party service; 
from $2.75 to $3.75 for two-party; 
from $2.50 to $3.25 for four-party, and 
from $2.25 to $3.25 for multi-party 
service. 

The Clarksville exchange, which has 
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between 500 and 1,000 subscribers, will 
have business service increases from 
$4.75 to $7.50 for one-party lines; 
from $3.50 to $5.50 for two-party, and 
from $3.00 to $5.25 for multi-party 
lines. Residence rates in Clarksville 
will go up from $3.75 to $4.75 for one- 
party lines; from $3.00 to $4.00 for 
two-party; from $2.75 to $38.50 for 
four-party, and from $2.50 to $3.50 for 
multi-party. 

Chase City and Lawrenceville—each 
with from 1,000 to 1,500 subscribers— 
will have increase of $5.50 to $8.00 for 
one-party business service; from $4.50 
to $7.00 for two-party, and $3.50 to 
$5.50 for multi-party business. Resi- 
dence rates in Chase City and Law- 
renceville will go from $4.00 to $5.00 
for one-party lines and from $3.25 to 
$4.25 for two-party. 

Rates in Emporia, which has _ be- 
tween 1,500 and 2,000 subscribers, will 
go from $6.00 to $8.00 on one-party 
business lines; from $5.00 to $7.00 on 
two-party; and from $3.75 to $5.50 on 
multi-party. Residence increases will 
be from $4.50 to $5.00 for one-party; 
from $3.75 to $4.25 on two-party and 
from $2.75 to $3.75 on multi-party. 

In Franklin, which has more than 
2,000 subscribers, rates will rise from 
$6.50 to $9.00 for one-party business, 
from $5.50 to $8.00 for two-party; 
from $4.50 to $7.00 for four-party, and 
from $4.00 to $6.50 for multi-party 
business service. The residence rate in- 
crease for Franklin: one party, from 
$4.50 to $5.50; two-party from $3.75 
to $4.75; four-party from $3.00 to 
$4.25, and multi-party from $2.75 to 
$4.25. 


A commission spokesman estimated 
that the $140,000 additional 
would give the company about 
per cent rate of return. 


revenue 
a 6.3 
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N. C. Company Asks Permission 
To Incorporate, Change Name 

Ellerbe Telephone Exchange on Dec. 
29, asked the North Carolina Utilities 
Commission for permission to change 
its name to Ellerbe Telephone Co., Inc. 

J. Lee Bennett and family, owners 
of the exchange, told the commission 
in their application that the business 
has grown to a point that it would be 
wise to incorporate. 

Mr. Bennett took over the exchange 
from his father, Paul Bennett, on May 
30, 1947. The elder Bennett organized 
it 25 years ago. 





Idaho Supreme Court Reverses 
Commission in Bell Rate Case 
A major round in its two-and-a- 
half-year fight for higher telephone 
rates in Idaho was won by Mountain 
States Telephone & Telegraph Co. 
when the state supreme court on Dec. 
22 reversed the Idaho Public Utilities 
Commission on its main reason for 
raise the 
is now collecting under a court order 
(TELEPHONY, Aug. 14, p. 34). 


Indications were that under the rul- 
ing, which returned the case for “‘fur- 
ther proceedings,” the 
would have to grant at 
the requested increase. 


denying the rate company 


commission 
least part of 


In a unanimous opinion written by 

taymond L. Givens, the Idaho 
struck at the heart of State 
Robert E. Smylie’s 
case by rejecting the separation meth- 
ods used by the commission. 


Justice 
court 
Attorney General 


The company used one method of 


separating its property, revenue and 
expenses between interstate and intra- 
state service. The commission 
another and came up with a 
value for that part of the system al- 
located for Idaho service. On the basis 
of its own figure, the commission ruled 
that the before the 
latest Mountain 


States with an adequate return. 


used 


lower 


rates authorized 


increase provided 


The court said the commission didn’t 
necessarily have to use the company’s 
separations manual because it is “ap- 
parently sanctioned and used by the 
Federal Communications 
and other states.” It 
the need for “cooperation” 
federal and state 
on the matter. 


Commission 
commented on 
between 
regulatory agencies 


The court declared, however, that 


the commission’s percentage, derived 
from allocating three-fourths of the 
system to Idaho on the basis of peak 
interstate tolls in August, 1952, “but 
applied to the base value of the prop- 
erty ... cannot be approved and as it 
is the sole basis of all separations, 
must be reversed.” 


A commission spokesman _ subse- 


quently pointed out that a cost sepa- 


ration study is an involved process 
requiring work by many persons. 
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Since the commission normally acts 
“with reasonable dispatch” following 
a court order, he said, it probably 
would have to accept the company’s 
separations manual. 

The company applied in May, 1952, 
for the increase, its fifth since 1946, 
to raise an additional $1,097,000 an- 
nually. The commission rejected the 
application a year later, and Mountain 
States obtained a temporary injunc- 
tion from District Judge C. E. Win- 
stead on grounds that the authorized 
rates were confiscatory. The state 
appealed this court order, with oral 
arguments scheduled for hearing by 
the state supreme court about Jan. 11, 
1955. 

Meanwhile, the commission reheard 
the case, denied it again, and Moun- 
tain States appealed directly to the 
state Supreme court. 

The court modified the commission’s 
ruling on the company’s debt struc- 
ture. Mountain States has a present 
ratio of 30.8 per cent debt and 69.2 
stock. The com- 
mission said a ratio of 45 per cent 


per cent equity, or 


debt to 55 per cent equity was justi- 
fied. 

It was noted by the court that the 
more borrowed money in the compa- 
ny’s debt structure, the lower the rates 
can be since it may be allowed as an 
expense item and deduction from _ in- 
come taxes, while dividends can’t. 

The high state court also cited the 
fact that the last five Mountain States 
stock issues were “limitedly subscribed 
by individual stockholders,” and had 
to be absorbed by the parent company, 
American Telephone & Telegraph Co. 

Although recognizing that the com- 
mission may balance the interest of 
the users against that of the owners, 
it said, “‘We do not believe the com- 
mission was justified in considering 
a greater ratio than 40 per cent debt 
to 60 per cent equity. 

The court ruled down the commis- 
sions’ claim that Mountain States 
made unjustified expansions in times 
of high prices and thus placed an 
unfair burden on the old subscribers. 

“How long must appellant wait for 
prices to level off or go down?” it 
asked. “How long must new areas 
wait for service before they will be 
considered justifiable risks?” 

The court described as “inadequate” 
the commission’s findings in disallow- 
ing plant under construction and 
working capital in figuring what rates 
should be. 
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It is saving, not getting, that is the 
mother of riches.—Sir WALTER SCOTT. 
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Michigan Court Rules Against 
Commission in General Case 

The Michigan Supreme Court, in a 
decision handed down on Dec. 29, 
upheld a ruling of the Ingham County 
Circuit Court permitting the General 
Telephone Co. of Michigan to put into 
effect the full amount of a rate in- 
crease for which it had petitioned the 
Michigan Public Service Commission, 
and which the commission had ordered 
reduced by 40 per cent. 


The commission appealed to the su- 
preme court the circuit court decision 
permitting the company to collect its 
increase (TELEPHONY, Dec. 
19, 1953, p.28 and Aug. 15, 1953, p.17). 


proposed 


The company applied for increased 
rates totaling $1,100,000 annually on 
Jan. 22, 1952. Almost 11 months later, 
on Dec. 5, 1952, the commission issued 
an order allowing the company an 
increase of only $660,000. The com- 
pany appealed the commission orde} 
to the Ingham County Circuit Court 
on Jan. 3, 1953. 


Following the hearing of arguments 
for both the company and commission, 
the circuit court issued an _ opinion 
holding that the rates fixed by the 
commission were unreasonable, unlaw- 
ful and confiscatory, and ordered the 
commission to review the entire case 
and set just and _ non-confiscatory 
rates. The court authorized the com- 
pany to collect under bond, the rates it 
has requested the commission to ap- 
prove. 
transmitted to 
additional 


The circuit court 


the commission testimony 
presented to the court by the company 
concerning its revenue 
However 


requirements. 
, the commission refused to 
consider the additional testimony and 
advised the court that it found no oc- 
casion to modify its order. The com- 
mission then appealed to the state 
court to have the circuit 
court’s order set aside, which is the 


supreme 


appeal the supreme court denied on 
Dec. 29. 

The supreme court rejected the 
claim that the 


court erred in 


commission’s circuit 
receiving and trans- 
mitting to the commission additional 
testimony as to its further revenue 
requirements as it arose subsequent 
to the close of the commission’s hear- 
ings on July 2, 1952. The supreme 
court held that under the state statute 
it could hear and transmit the addi- 
tional testimony. 


The commission also claimed that, 
in directing the commission to grant 
the General company additional rev- 
enues beyond those allowed by the 
commission, the circuit court engaged 
in the legislative function of rate- 
making, which was error. 


However, the supreme court held 
that it was “evident from an examina- 
tion of the statute that the legislature 
placed upon both the commission and 
the circuit court of Ingham County 
a joint responsibility to see to it that 
telephone rates were just and reason- 
able.” 

The court pointed out that the com- 
mission, in considering the rate in- 
crease for the General company, 
refused to take into consideration the 
1952, but 
based its decision and order upon 195] 


company’s operations in 


operations only. 

The court held that to provide rates 
“that are ‘just and reasonable’ the 
commission should consider not only 
all costs of doing business, including 
interest on bonded indebtedness and a 
fair dividend on the equity in the year 
preceding the hearing, as the commis- 
sion did in this case, but should also 
consider these factors as they will 
influence totals for a reasonable time 
in the future.” 


The court further said: 


“This court made it exceedingly 
clear in Michigan Bell Telephone Co. 
v. Public Se rvice 
Mich 533, that the commission cannot 
establish a retroactive rate thereby 
correcting injustice caused by delay in 
establishing rates for the past. 

“When failure to provide adequate 
rates in the past cannot be remedied 
by retroactive orders, it follows that 
every reasonable effort should be made 
by the commission to eliminate unnec- 
essary delay and to pass judgment on 
facts that will not only reflect upon 
the present but a reasonable period in 
the future. 

“The commission failed to meet this 
test not only at its hearing but failed 
again when the testimony received 
before the court was transmitted to 
it, and it was in error in informing 
the court that the company’s ‘remedy 
in this regard is simple and expedient, 
namely, the presentation of a new 
rate application to this commission 
for the proper determination of such 
facts affecting its revenues, expenses 
and services as have occurred since 
the close of the record upon which 
our order was based.’ 


Commission, 315 


“The commission was in error in 
refusing to consider the testimony 
transmitted by the court, and the trial 
court properly held that the commis- 
sion’s order of Dec. 5, 1952, failed to 
meet statutory and constitutional re- 
quirements.” 


The court also ruled: 


“The trial court was not in error in 
setting aside the rate order of the 
commission of Dec. 5, 1952, or in 
requesting the commission to give fur- 
ther consideration to the testimony 
introduced before the court and to 
determine new rates. 

“The decree from which the appeal 
has been taken is affirmed and the 
cause remanded to the Circuit Court of 
Ingham County for such further pro- 

(Please turn to page 30) 
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Throughout the world, Strowger-type 
equipment serves twice as many tel 
phones as all other automatic systems 








In the United States, Strowger-typ 
equipment serves twice as many 
telephones as any other 
automatic system. 











In the United States, Strowger-typ: 
equipment is increasing in use mor 
than twice as fast as all other types 








Strowger USALE 
constantly increasing. 


Back of the steady increase in Strowger-type 
installations, both in the United States and 
overseas, are some hard, practical facts which 
are coming to the attention of more and more 
telephone men every year. Here they are! 
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Yow’ll find Strowger 


STROWGER 


AUTOMATIC 


simplest circuits, simplest main- 
tenance: 


unlimited expansion: 


longest life: 


unlimited service features: 


equipment that can serve all 
sizes of exchanges: 


fastest possible local switching: 


equipment that has outlasted 
many others: 


equipment that is being produced 
in ever-increasing quantities by 
more and more manufacturers: 


low annual cost, most profitable 
investment: 


Operation 


gives you: 


Your present exchange workers can easily maintain 
Strowger Automatic because circuits are simple and the 
switches work in an easy-to-follow sequence. Construc- 
tion is rugged. Wearing parts are few and easy to replace. 


You merely add switches, shelves, or complete frames as 
you grow from a few lines to a multi-office network. 
Initial equipment and exchange service are not disturbed. 


Some Strowger Automatic exchanges installed 40 years 
ago are still serving satisfactorily; some have been re- 
placed with more modern Strowger Automatic equip- 
ment. BUT: no Strowger Automatic exchange has ever 
worn out! 


As each new requirement has come, existing Strowger 
Automatic exchanges have been modified to meet it. 
Flexible Strowger Automatic is always in step with- 
and often ahead of—the times! 


In tiny, unattended community automatic exchanges and 
in the giant metropolitan exchanges of the world, 
Strowger Automatic is serving with equal satisfaction 
to both subscribers and operating companies. 


Switches are activated directly by dial pulses. Ringing 
starts immediately when dial comes to rest after last 
digit. Nothing could be faster! 


Numerous other systems have been tried during Strowger 
Automatic’s long, successful history. Many of them 
have dropped by the wayside. 


Throughout the world, the trend is clear: more and more 
manufacturers are allocating more and more of their 
production capacity to Strowger-type equipment. 


Long equipment life keeps cost-per-year down. Records 
covering over 50 years of operation prove conclusively 
that maintenance of Strowger Automatic exchanges, 
whether handled on a preventive or corrective basis, is 
economically low. 


Automatic’s capital cost surprisingly low, too! 
Prove it to yourself. Call your Automatic Electric representative 
today. 


> ELECTRIC 
AUTOMATIL ELECTRIC 


Originators and Developers of the Strowger Step-by-Step ‘‘Director’’ for Register-Sender-Translator 
. Machine Switching Automatic Dial Systems 


Makers of Telephone, Signaling and Communication Apparatus - Electrical Engineers, Designers and Consultants 


SHrowger Automatic 
sntatlaizeore 
“ tryed all ottird/ 


Distributors in U. S. and Possessions: AUTOMATIC ELECTRIC SALES CORPORATION 
Export Distributors International Automatic Electric Corporation 
1033 West Van Buren Street, Chicago 7, U. S.A. 








ceedings as may be found 


necessary 
and expedient.” 


Under the supreme court’s decision 
the General company is permitted to 
continue to 


collect under bond, the 


originally applied for. 
VV 


Seeks Approval of Sale of 
Wisconsin Exchange 

C. O. Deuel, owner-manager of the 
Arnold Telephone Co., Gilman, recently 
asked the Public 
Commission for permission to sell the 
company’s Sheldon exchange to Mr. 
and Mrs. Herbert C. Deuel. 

H. C. Deuel now operates the Sheldon 
exchange as an employe of C. O. Deuel. 
The latter proposes to transfer 
Hannibal, the Arnold company’s other 
exchange, to H. C. Deuel. 


Vv 


General of the SW Given Five 
Rate Raises in December 


General Telephone Co. of the South- 
west, San 


rates it 


Wisconsin Service 


also 


Angelo, been 
granted five rate increases during the 
month of 


follows: 


Tex., has 


December. They are as 


HRechange Old New 
San Angelo: 
Dial, 19,627 stations; 

effective 12/21/54. 
One-party business....... $9.00 $ 9.75 
One-party residence ...... 4.50 4.80 
Two-party residence...... 3.50 3.70 


Four-party residence 

Jacksonville . 

Dial, 3,161 stations; 
effective 12/16/54. 


er 3.00 3.20 


One-party business....... 7.90 8.75 
Two-party business....... 6.00 6.80 
One-party residence...... 3.85 4.45 
Two-party residence..... 3.39 3.80 
Four-party residence ..... 2.85 3.10 
Raymondville . 
Dial, 1,746 stations; 

effective 12/11/54. 
One-party business....... 7.50 11.00 
Two-party business....... 6.00 8.00 
One-party residence ...... 3.75 56.00 
Two-party residence...... 3.25 4.25 
Four-party residence ..... 3.50 
Supply: 
Dial, 206 stations; 

effective 12/6/54. 
One-party business....... 6.75 8.25 
Two-party business....... 5.75 7.25 
One-party residence ...... 3.75 4.50 
Two-party residence...... 3.25 3.75 
Lyford: 
Dial, (EAS), 263 stations; 

effective 12/11/54. 
One-party business....... 7.50 11.00 
Two-party business....... 5.75 8.00 
One-party residence ...... 4.50 5.00 
Two-party residence...... 3.75 4.25 
Four-party residence..... 3.25 3.50 
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Pennsylvania Company Increases 
Paystation Charges 

The Conestoga Telephone 
graph Co., increased 
paystation charges from five to 10 
cents, effective Jan. 10. 

The company 
charge will 


& Tele- 


Birdsboro, Pa., 


estimated the dime 


increase its revenue by 
$2,000 per year. 

The company told the Pennsylvania 
Public Utility Commission the increase 
was in line with the present practice in 
the telephone industry, and will “more 
nearly compensate for the cost of 
handling such calls.” 


Vv 


United of Missouri Authorized 
To Purchase Independent 

The United Telephone Co. of Mis- 
souri, Kansas City, a subsidiary of the 
United Utilities, Inc., has been author- 
ized by the Public Service 
Commission to purchase the 


Missouri 


Cass 


County Telephone Co. (TELEPHONY, 
Dec. 25, p. 26). 
The Cass County Telephone Co. 


serves approximately 2,675 subscribers 
out of two exchanges located at Har- 
risonville and Pleasant Hill. This 
brings the number of exchanges 
operated by the United Telephone Co. 
of Missouri to 83, serving over 55,000 
subscribers. 


Vv 


Tennessee Court Orders Higher 
Rate Raise for Independent 

The Chancery Court in Nashville, 
Tenn., on Dec. 16 ruled that the Ten- 
tailroad & Public Utilities Com- 
mission, in authorizing a new schedule 
of rates on Apr. 15, 
order 


nessee 


1954, issued an 
resulting in confiscation of the 
property of the Southern Continental 
Telephone Co., Cookeville (TELEPHONY, 
July 17, 1954, p. 36). 

The court ordered the case remanded 
to the commission with the decree that 
it fix rates which will produce for the 
company an annual increase in 
nues of at least $155,657. 


reve- 


The commission’s Apr. 15, 1954, rate 
authorization amounted to an increase 
of approximately $50,000. 

Also, the court, on June 15, 1954, 
authorized the company to collect, un- 
der bond, rates proposed by it. 

Southern Continental petitioned for 
a rate increase in May, 1953, and the 
commission held hearings at which a 
company witness testified that the an- 
nual increased revenue requirements as 
of Feb. 28, 1953, were $183,000. 

Evidence presented at the hearings 
by the commission’s witness, Stanley 
White, showed the company’s annual 





increase in revenue requirements to be 
“at least $155,657.” 

The commission on Apr. 15, 1954, 
rates which produced ap- 
proximately $50,000 additional annual 
revenue. 


proposed 


The court commented on this 
action, saying, “This amount is more 
than $105,000 below that found to be 
necessary by the lowest estimate as to 
annual increased revenue 
ments made by defendant’s 


sion’s) 


require- 
(commis- 
witness, White, which was the 
lowest of any estimate. The only sub- 
stantial difference in the testimony of 
defendant’s witness, White, and wit- 
nesses for the complainant (Southern 
Continental), was that Witness White 
eliminated the items in the basis of 
value of working capital, work in prog- 
material and 


ress and supplies, 


thereby reducing the basis of value, 
and, in turn, the amount of increased 
revenue required to be earned.” 

The company then appealed to the 
chancery court, alleging that the order 
of the commission in fixing rates was 
arbitrary, illegal and void, and has re- 
sulted in confiscation of its property 
in violation of the Constitution of the 
United States and the Constitution of 
the state of Tennessee. 

The court brought out the previous 
testimony on _ the annual 
revenue requirements and stated: 


company’s 


“Despite a substantial prima facie 
showing of confiscation, according to 
the record, and despite the showing of 
a need for increases in revenue of at 
least $155,657, testified to by witness 
for the defendant commission, the com- 
mission delayed for a period of from 
May, 1953, until Apr. 15, 1954, in de- 
ciding and determining the case, and 
the result was to force the complainant 
company to operate at a_ substantial 
loss from what it was entitled to earn 
for a period extending to June 15, 
1954, at which time this court entered 
an order allowing the complainant 
company to place in effect, under bond, 
rates proposed by it.” 


The court further found that: 


“The record shows that the rates 
fixed by the defendant commission in 
its order do not provide adequate in- 
creased revenue for the complainant 
company and the result thereof is con- 
fiscation of complainant company’s 
property. 

“The record further shows that the 
complainant company is entitled to 
have increases in rates which will pro- 
vide an annual increase in gross reve- 
nue of at least $155,657 per annum, 
based on the stations, as shown by the 
exhibits, as of Feb. 28, 1953.” 


The court then ordered the case re- 
manded to the commission for decision 
within 60 days and decreed: 


“Until the defendant commission has 
complied with this order, the order of 
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this court, dated June 15, 1954, allow- 
ing the complainant Southern Conti- 
nental Telephone Co. to place in effect 
rates and charges proposed by it, shall 
remain in full force and effect, and the 
company is authorized to continue 
charging those said rates under the 
bond heretofore fixed and established.” 


VV 


New Ruling Authorizes Inventor 
To Resume Dial Telephone Suit 

Joseph Petnel, Troy, N. Y. 
given the right to continue 
suit against the American 
Telephone & Telegraph Co., Bell Tele- 
phone Laboratories Inc., Western Elec- 
tric Inc. and New York Telephone Co. 
for damages arising out of an alleged 


, inventor, 


has been 


with his 


unauthorized use of his 25-year-old 


telephone dial invention. 
On Dec. 28, the 
in a 


appellate division 


unanimous decision reversed a 


state supreme court decision setting 
aside his complaint, but ruled that Mr. 
Petnel could continue with his suit only 
as to matters occurring beginning with 
Sept. 18, 1941. Previously William F. 
official had re- 
ported to Supreme Court Justice Book- 
that his had 
no appropriation by the telephone com- 
Petnel’s Justice 
Bookstein, on this basis, dismissed Mr. 


Santree, as referee, 


stein hearings disclosed 


panies of inventions. 
Petnel’s claim. 


VV 


Illinois Independent Granted 
Raise and 5.5% Return 

The 
Freeport, on Dec. 28 gained authority 
from the 


Northwestern Telephone Co., 


Illinois Commerce Commis- 


sion to increase gross revenues. by 
$244,524.84 (TELEPHONY, Apr. 10, p. 
36). 

The company had requested $305,- 


496.84, made up of changes in ex- 
change rates and proposed elimination 


of certain toll-free service. 

A 5.5 per return approxi- 
mately $149,000—on the fair value of 
the company’s property was approved. 


cent 


The commission approved the com- 
pany’s figures for 
new of the property as of 
Apr. 30, 1954, which, on the basis of 
present-day costs, are $4,905,548. Re- 


reproduction 
physical 


cost 


production cost less depreciation, how- 
ever, was determined by the commis- 
sion to be $3,300,000, whereas. the 
comparable figure listed by the North- 
western company was $3,365,195. 

Original cost of the physical 
erty on Apr. 30, 1954, was agreed by 
both and company to be 
$3,201,227.53; and depreciation reserve, 
$1,190,082.33, making the original cost 
less depreciation reserve on Apr. 30, 
1954, $2,011,145.20. 


prop- 


commission 


A reasonable allowance for materials 
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and supplies and working capital fon 
the company for rate-making purposes 
was set by commission and company at 
$160,000. 

found the fain 
value of the company’s used and useful 
property as of Apr. 30, 1954, 


$2,700,000. 


But, the commission 
was 


Also, the commission found that the 
annual operating revenues under pres 
$1,031,097 ; 
operating expenses 
exclusive of additional 


ent rates are 
annual 


and the 
and taxes 
costs for in- 
creased wages, pensions, taxes and de- 
ferred maintenance are $940,526, mak- 
ing the amount available for 
and return $90,571. 

Thus’ the 
“that the annual gross 
revenues from the application of the 
modified rates and the 
revenues 
tain 


interest 
commission determined 
increase in 


additional toll 
from the elimination of cer- 
free toll will amount to 
$244,524.84, and after giving effect to 
pensions, and additional taxes, depre 
ciation and 
available for 


service 


maintenance, will make 
interest and return ap 
proximately $149,000, which is 5.5 per 
cent on the fair value of the property 
and is a fair and 


reasonable return.” 


Vv 


Dismisses New York Company's 
Petition to Reorganize 

Justice Stephen Brennan of the U. S. 
District Court dismissed a petition sub- 
mitted by the Killawog Telephone Co. 
asking court permission to reorganize, 
it was reported on Jan. 4. 

The company’s executives said they 
are “investigating certain measures 
which may allow continued operations.” 


Vv 


N. C. Commission Asked to 
Rescind Southern Bell Raise 

Indications that the Southern 
Telephone & Telegraph Co. rate 
in North Carolina, which has been in 
controversy since 1952, 


Bell 


case 


will go back to 
the courts again given Jan. 6 
when the state attorney general’s office 
asked the North Utilities 
Commission to rescind 


were 


Carolina 
reconsider and 
a recent rate increase granted the com- 
pany on Dec. 17 (TELEPHONY, Dec. 25, 
p. 26). 

A petition for a rehearing usually 
is the forerunner of an appeal to the 
The general’s 
has been opposing the rate in 
on behalf of the public, in its 
petition contends that the increase of 
$2,595,000 additional granted 
the company by the commission is un- 


courts. 
which 


attorney office, 


crease 
revenue 
warranted and not in accord with in- 
structions of the court the first time 


the case was before it. 


The case was remanded to the com- 


mission some time ago with 
tions as to how the body should pro- 
In its order, the North Carolina 
Court told the 


that it must consider all necessary fac 


instruc 


ceed. 
Supreme commission 
tors in determining fair value of the 
company’s property in North Carolina 
as a basis for its rates. 

The case began in June, 1952, when 
Southern Bell applied for an additional 
$3,426,700 a year. In April, 1953, the 


commission allowed the 


company $1, 
648,056 and both the company and the 


attorney general’s office appealed, the 


former on the contention that it was 
insufficient and the latter on the 
grounds that it was too much. After 


going through the lower courts the case 
finally reached the state supreme court 
which on Jan. 29, 1954, sent the mat 
ter back to the commission for recon 
sideration, with specific instructions as 
to how to proceed. 

A second began 
in June, 1954, by which time Southern 
Bell had 
an additional 


round of hearings 


increased its request to ask 
$4,795,344, and on Dee. 
15 the commission, quoting the supreme 
court’s decision, said the company could 
keep the $1,648,056 
that it 


increase already 


granted and should have $2, 


595,000 more. 


In asking for a rehearing and fo) 


the rescinding of the order, the at 
torney general’s office contends that the 
decision of the commission was “el 
roneous, unwarranted and in excess of 
the authority” granted the commission 
by the state legislature and that it was 
“not in with the 


the commission 


accord” instructions 


received from the 
courts. 

The net effect of the 
tion 


order, the peti 
allow Southern 
Bell a total of $4,243,056 more a year, 


contends, was to 
or $817,056 more a year than the com 
pany has requested; also that the rates 
prescribed by the order are “excessive 

that the in- 
company 


and unreasonable,” and 


crease would give the 


than the “fail 


more 
return” which the 
courts said it is entitled to, and more 
than the 6 per cent which the commis 
sion’s order said was being permitted. 

The petition contends that the com 
mission’s finding that the “fair value” 
North 


million 


of the company’s Carolina in 


vestment was 89 dollars was 


and capricious” and un- 
justified by the evidence. It 


the “fair value” 


“arbitrary 
says that 
figure was not “fair 
value” in the sense the court intended, 


but an “inextricable intermixture and 
composite of the original cost ... the 
present replacement cost as computed 
by ... the company and a number of 
other matters which are not fit for the 


commission to consider 


Declaring that the commission stated 


31 








, 


that in 


arriving at its “fair value’ 
figure it considered the testimony of a 
witness for the state, Investment Ex- 
pert David M. Kosh, the attorney gen- 
eral, said that in this respect the com- 
mission had taken a statement 
context. 


out of 


It is contended further that having 
set up a “fair value” rate base, the 
commission went against 
determining factors which would re- 
sult in a fair return; that in figuring 
the company’s income, the commission 
ignored the fact that the company 
would get the equivalent of $833,000 
in additional gross revenue through 
federal tax rate reductions, and that it 
also ignored the possible savings of 
$700,000 which would come of tax sav- 
ings if the 
debt ratio.” 

It said further that the commission 
also “ignored testimony in the record 
clearly showing that the rate of return 

was depressed by the abnormal 
construction program undertaken by 
the company in North Carolina during 
the closing weeks of the test period,” 
and that “the ignoring of this circum- 
stance resulted in a greater increase in 
rates than would be necessary to en- 
able the company to earn a return of 
6 per cent upon the rate base fixed by 
the commission.” 


Vv 


Ohio Bell Receives Part 
Of Rate Raise Requested 

Rate increases totaling $7,633,750 
annually for Ohio Bell Telephone Co. 
were authorized on Dec. 31 by the Ohio 
Public Utilities Commission, to take 
effect with the first 1955 billing 
(TELEPHONY, Dec. 26, 1953, p. 26). 

Commission Chairman Robert  L. 
Moulton dissented from the majority 
decision granting the increase. He con- 
tended the application for higher rates 
should have been denied. He did not 
dissent, however, from a separate order 
dismissing a complaint and petition of 
the city of Cleveland requesting a re- 
duction in the company’s rates. 


evidence in 


company used “a proper 


The commission also concurred in de- 
termining the value of the company’s 
property to be $422,848,444 as of July 
1, 1953. The commission found that the 
income available for fixed charges 
would give the company a 5.94 per 
cent rate of return on the value of its 
property and that this rate of return 
was not unreasonable. 

The increased income allowed the 
company than it had re- 
quested. In an application filed on Dec. 
18, 19538, the company asked for in- 
creases totaling $8,892,938, o1 $1,259,- 
368 more than the total approved by 
the commission. 
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was less 


Assailing the increase as ‘unfair to 
the public,” Governor Lausche said it 
further demonstrated the need for re- 
form of the state’s law governing util- 
ity rate-making. 

Company Vice President L. T. Pen- 
dleton said: “We are glad, of course, 
that the commission has rendered a 
decision on our rate application filed 
more than a year ago, even though 
the rate increase is a million and a 
quarter dollars less than we believe it 
should be.” 

Cleveland City Law Director Ralph 
Locher said cities which had opposed 
the increase would ask for a rehearing, 
and if necessary appeal the commis- 
sion’s decision to the state supreme 
court. More than a dozen other cities 
had joined Cleveland in asking that 
the company’s rates be reduced by 12 
million dollars annually. 


Vv 


Nebraska Commission Authorizes 
Auxiliary Lines for Residence 

The Northwestern Bell Telephone 
Co. was authorized by the Nebraska 
Railway Commission on Dec. 21 to 
establish a service offering of 
“residence individual auxiliary lines.” 
This permits a customer having resi- 
dence one-party line service to install 
one or more 


new 


residence individual aux- 
iliary lines on the same premises for 
use by his immediate family. The origi- 
nal individual line is billed at the regu- 
lar service rate and the auxiliary line 
is furnished at 10 cents above the rate 
for residence two-party service. Such 
auxiliary lines may not be numbered 
consecutively or served on a _ rotary 
basis with the primary service. How- 
ever, they may be non-listed or non- 
published. 

Also approved was the introduction 
of automatic answering equipment at 
a rate of $10. For the past three years 
the company has offered automatic 
answering and recording equipment at 
a rate of $12.50. The new rate 
vides for answering equipment only, 
but continues the other service rate. 
The installation charge for the answer- 
ing equipment is $15, and a $5.00 in- 
side move charge applies. 


pro- 


The company was also authorized to 
waive the service connection charge on 
town residence and rural residence ex- 
tension stations for a one-month trial 
when such extensions are in- 
stalled on the same premises and at 
the same time as the associated main 
station. 


period 
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Wisc. Company Seeks Rate Raise 

The Public Service Com- 
mission is scheduled to hear on Jan. 27, 
an application of the Richland-Grant 


Wisconsin 





Telephone Co-operative, Blue 


River, to raise rates. 


New York Company to Spend 
$8,600,000 on Dial Conversion 
An all-time record amount will be 
spent by the Rochester (N. Y.) Tele- 
phone Corp. this year on its program 
to convert from manual to automatic 
exchanges, it was reported on Jan. 8. 


Inc., 


The company announced it is map- 
ping an outlay of $8,600,000 for con- 
struction during the year. This com- 
pares with $7,700,000 spent last year, 
which was the previous record high. 

The company on Dec. 28, 1954, 
gained authority to increase rates by 
$800,000 on an annual basis (TELEPH- 
ONY, Jan. 8, p. 34). 


Vv 


General of California Plans 
$100,000,000 Expansion 

Outlining a 100-million-dollar expan- 
sion_and service improvement program 
for General Telephone Co. of Cali- 
fornia for the next three years, Edwin 
M. Blakeslee, company president, an- 
nounced plans for bringing additional 
and improved telephone service to the 
territory served by the firm. 

This 36-month schedule calls for ex- 
penditures of $37,787,800 in 1955; 33 
million dollars in 1956; and more than 
32 million dollars in 1957. “We are 
furnishing telephone service in many 
of the fastest growing areas in south- 
ern California” Mr. Blakeslee said, 
“and our three-year plan has_ been 
carefully designed to allow for long- 
range expansion and immediately care 
for several critical sections where un- 
precedented population expansion has 


caused us to build up a backlog of 


orders.’ 


Vv 


Dominican Government Will 
Nationalize Telephone Service 

President Hector B. Trujillo signed 
a bill on Dec. 31 authorizing the gov- 
ernment to nationalize electric 
and telephone service in the Dominican 
Republic. 

Official sources said the government 
had agreed to pay 13 million dollars 
for the power facilities. Negotiations 
for purchase of the telephone system 
are in 


power 


progress. 
VV 


Nebraska Company to Reorganize 

A meeting of the Virginia (Neb.) 
Telephone Co. was held on Jan. 3 to 
reorganize the company. Officers were 
elected and plans were discussed for 
rebuilding the exchange and improving 
the service. 
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British Columbia Company 
Names Commercial Manager 

Harold G. Bourne, formerly British 
Columbia Telephone Co., Vancouver, 
Canada, division commercial manager, 
mainland, has been appointed to the 
of general commercial man- 
ager, according to an announcement by 
W.S. Pipes, vice president and general 
manager. 


position 


He succeeds Frost who 
continues with the company in a man- 
agement advisory capacity pending re- 
tirement at a later date. A veteran of 
28 years with the company, Mr. Bourne 
has held various supervisory positions 
during his career, including those of 
development engineer and general com- 
mercial engineer. 


Gordon L. 


During World War II he served as 
a signals officer with the R.C.A.F. in 
connection with construction and main- 


tenance of air force communications. 


He also supervised acquisition of 
U. S. Army landline facilities on the 
Northwest Staging Route from Edmon- 
ton to Alaska. 


Vv 
OBITUARIES 


JOHN P. SCHALK, 70, district man- 
ager of the Northern Ohio Telephone 
Co. in Galion, O., and in nearby Crest- 
line, died on Dec. 26 of a heart attack. 

He started his telephone career in 
1904 by installing telephones in the 
United Steel Co. vessels on the Great 
Lakes. 

He joined the North Electric Mfg. 
Co. in 1906, when it was located in 
Cleveland. He stayed with that com- 
pany 20 years, was its chief installer. 

He and Mrs. Schalk heard the his- 
toric transcontinental telephone call 
made in 1915 by Alexander Graham 


Bell. Mr. Schalk was helping to pre- 
pare the circuits in Lima, where he 
lived before he moved to Galion 37 


years ago. 
Survivors include his widow, Fay; a 
daughter, Mrs. Don Snyder of Galion, 


and a brother, Marmaduke, of Lake- 
wood. 


FRANK W. WALTER, 74, Beatrice, 
Neb., retired combinationman of The 
Lincoln (Neb.) Telephone & Telegraph 
Co., died on Jan. 4. 

Mr. Walter was born at Maquon, IIL, 
and moved to Nebraska in 1885. He 
LT&T in 1911 as a combina- 
tionman and retired on pension in 1945. 

He was a charter member of the 
Frank H. Woods chapter of the In- 
dependent Telephone Pioneer Associa- 
tion. 
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Minnesota Telephone Associa- 


tion, St. Paul Hotel, St. Paul, 
Feb. 14, 15 and 16. 
Louisiana Telephone Associa- 


tion, Jung Hotel, 
Feb. 16 and 17. 


New Orleans, 


Kentucky Independent Tele- 
phone Association, Phoenix Hotel, 
Lexington, Mar. 1. 


Texas Telephone Association, 
Plaza Hotel, San Antonio, Mar. 


14 and 15. 


Nebraska Telephone Associa- 
tion, Cornhusker Hotel, Lincoln, 


Mar. 22 and 23. 


Ohio Independent Telephone 
Association, Deshler Hilton Hotel, 
Columbus, Mar. 28, 29 and 30. 


United States Independent Tele- 
phone Association Executives Con- 
ference, Belleview-Biltmore Hotel, 


Belleair, Fla., Apr. 4 and 5. 


Iowa Independent Telephone 
Association, Fort Des Moines Ho- 
tel, Des Moines, Apr. 12 and 13. 


Wisconsin State Telephone As- 
sociation, Loraine Hotel, Madison, 


May 4 and 5. 


Indiana Telephone Association, 
Claypool Hotel, Indianapolis, May 
11 and 12. 


The Illinois Telephone Associa- 
tion, Pere Marquette Hotel, Pe- 
oria, May 19 and 20. 





1955 CONVENTIONS 


Kansas-Missouri Telephone As- 
sociations (joint convention), 
Town House Hotel, Kansas City, 
Kan., May 23 and 24. 


Pennsylvania Independent Tele- 
phone Association, Pocono Manor 
Inn, Pocono Manor, June 1 and 2. 


California Independent Tele- 
phone Association, Ambassador 
Hotel, Los Angeles, June 9 and 


10. 


New York State Telephone As- 
sociation, Scaroon Manor Hotel, 
Schroon Lake, June 13, 14 and 
15. 


Oregon-Washington Independ- 
ent Telephone Associations (joint 
convention), Olympic Hotel, Se- 
attle, Wash., June 17 and 18. 


Michigan Independent Tele- 
phone Association, Pantlind Ho- 
tel, Grand Rapids, Sept. 8 and 9. 


Rocky Mountain Telephone As- 
sociation, Utah Hotel, Salt Lake 
City, Utah, Sept. 15 and 16. 


United States Independent Tele- 
phone Association (annual con- 
vention), Conrad Hilton Hotel, 
Chicago, Oct. 10, 11 and 12. 

Virginia-West Virginia Inde- 
pendent Telephone Associations 
(joint convention) Hotel Roa- 
noke, Roanoke, Va., Oct. 20 and 
21. 


Alabama-Mississippi Telephone 
Association, Thomas Jefferson 
Hotel, Birmingham, Ala., Nov. 14 
and 15. 








Cite 24 Telephone Companies 
For Management Excellence 

Twenty-four telephone companies 
have been awarded certificates of man- 
agement excellence for 1954 in the 
sixth annual management survey by 
the American Institute of Management, 
it was announced on Jan. 10. 

The list of telephone companies in- 
cluded three Independents—the Caro- 
lina Telephone & Telegraph Co., Tar- 
boro, N. C.; the General Telephone 
Corp., New York., N. Y., and the Ly- 
coming Telephone Co., Pine Grove, Pa. 
—in addition to all the Bell System 
companies with the exception of New 
Jersey Bell Telephone Co. and the Wis- 
consin Telephone Co. 


The _ institute 


examines a manage- 
ment in the areas of: economic func- 
tion, corporate structure, health of 


earnings, fairness to stockholders, re- 


search and development, strength of 
the directorate, fiscal policies, produc- 
tion efficiency, sales vigor, and execu- 
tive evaluation. 


Vv 
lll. Company Asks Rate Raise 


The Illinois Commerce Commission 
on Jan. 11 was to have heard a case 
brought before it by the Crescent 
Telephone Co., Erie, asking for a rate 
raise for service at Erie and Hillsdale 
exchanges. 


Vv 
S. C. Company Incorporates 
The South Carolina Secretary of 


State granted a charter to the Lynches 
fiver Telephone Co., Lamar, it was 
reported on Dec. 24. J. E. Watford is 
the president. Capital stock totaling 
$800 was authorized. 


33 








OUR FIRST CONVERSION TO DIAL 


Continued from page 19 


I told him that I regretted that 
not been 


gram. 
it had 
the commission was holding a hearing 
on our rate case on Oct. 24 and some 
definite information in regards to a 
loan to start the dial program would 
help in selling our subscribers, and 
would convince the commission that we 
meant business. 

Just 10 days 
telegram from 


presented sooner as 


received a 
National that 
our loan had been approved and the 
next day at the hearing, when one of 


later, we 
Chase 


our subscribers wanted to know when 
the old was going to be 
replaced, I explained our program and 
read the telegram. 


switchboard 


The commission al- 
lowed all we asked for, except an in- 
crease in grounded farm rates, effec- 
tive the first of December. 

When the financing was assured and 
the rates effect, the fun of 
building a new telephone system really 
began. It started even before we left 
the convention that year. While visit- 
ing with Paul Grauer of Wilson, Kan., 
who a former Nebraskan, he 
gave me a picture of his new telephone 
building which a friend had designed 
and he had built himself. He had 
moved his old magneto switchboard 
into the new building as he hadn’t de- 
cided whether to change over tc com- 
mon battery manual or automatic. 

On the way home, while visiting 
with a banker who had handled our 
former bond issue, the picture of Mr. 
Grauer’s building happened to be in 
the paper we were looking at and in- 
stead of the praise I expected for this 
good looking building, this banker 
wanted to know why we telephone men 
couldn’t put individuality into 
our buildings and make them stand 
out as “The Telephone Building.” 


were in 


was 


some 


He was very pointed in his remarks 
about the practice of putting 
matic equipment in quonset 
morgues on the alley. 
small towns 


auto- 
huts and 
He said in most 
space was available on 
main street and a little more spent on 
a building would be a distinct addi- 
tion to the community and greatly ap- 
preciated by small town 
are having a hard time 
their community spirit. 


who 
keeping up 


people 


Once you have decided on the type 
and make of equipment you are going 
to use, the procedure is more or less 
standardized, but the design and loca- 
tion of a building is one place where 
you can put your own ideas into effect. 

Shortly after this, while visiting 
with B. C. Burden in Lincoln, I tried 
to get some ideas about central office 
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buildings, but Bernie was so wrapped 
up in a new merchandising building 
which he was building and explaining 
his theories of selling to the public 
that I got little information about 
C. O. buildings. 

That 


very 


night while driving home, a 
attractive picture window in a 
farm home, with a couple of beautiful 
table lamps and flowered wallpaper in 
the background, set me to thinking 
about Bernie’s selling theories and the 
idea flashed into my mind of a build- 
ing with a picture window with flood- 
lights just like the ones in the displays 
here at the convention, so that the 
people in the community could get 
some idea of what the mechanical op- 
erator looked like. 

My imagination ran wild on all the 
possibilities and types of buildings, 
and the effect 
that my banker friend had suggested 
an attractive building would have. The 
125 miles home that night rolled off 
before I knew it. 


landseaping goodwill 


Pictures of C. O. buildings which I 
had seen in our trade magazines or 
had visited did not seem to fit in with 
my dream One day, while in- 
specting some buildings with one of 
Bernie’s friends in the material busi- 
ness in Lincoln, a ranch type home in 
southeast Lincoln caught my eye. It 
clear out of the question to 
build a telephone building of that type 
but when it found necessary to 
build a complete masonry type build- 
ing because of termites, the cost was 
little more than standard 
struction. 


house. 


seemed 


was 


type con- 

The next problem was to find a loca- 
tion fitting for this type of building 
and strangely enough, the plans to ac- 
quire a back end of a lot had 
fallen through. 


just 


In visiting with one of my directors 
who lives in Shelton, I found there 
was a lot for sale which was part of 
the city park just around the corner 
from where we had originally planned 
to build. Years before, the village had 
supposedly bought three lots at a tax 
and turned them over to the 
woman’s club to make a park, but later 
it was found that one of the lots had 
been bought by some people who were 
unable to build a home because it was 
in the restricted area. So that is how 
our telephone building came to be lo- 
cated in an attractive little city park. 


sale 


So far I have said nothing about the 
steps to be taken to put the outside 
plant in condition and make the 


changes which are necessary in con- 












WITH THE DOUB! 


ERG-CARLSO! 


STROMB 
LEADING 


the new Cane seat 
&s cooler - cleauer- 
more comportable... 





Sturgis $C-240 


Literally “by request’’—this new opera- 
tors chair retains all the posture advan- 
tages for which Sturgis is famed and adds 
the cool, clean comfort of a cane seat. 
The posture-curved, well-cushioned back 
rest is covered in genuine leather. 


The exclusive Sturgis ‘‘Follow-Flex”’ fea- 
ture automatically adjusts to the opera- 
tor's every movement, supports her rest- 
fully all the time, discourages fatigue, 
keeps her at top efficiency. 


Other new and welcome features include 
a plastic-coated steel foot ring which re- 
tains its color and a handy purse holder, 
available on request. Six seat heights, all 
adjustable. 
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Many Planté batteries are still in active full- 
float service after twenty, thirty, even forty 
years! That's because Planté plates are 
heavy, solid sheets of pure lead. In these 
batteries Gould has eliminated the primary 







cause of self-discharge, capacity losses and 
shortened battery life. Cut maintenance, 
charging and replacement costs to a mini- 
mum. Choose Planté. 


Made by 


| GOULD-NATIONAL BATTERIES INC. 


$8 SR. 


reliable | 
“RU” cable terminal 


The results of Reliable’s policy of endless 
research and testing of parts and materials, 
together with a rugged design simplicity are 
apparent in this Reversible, Unprotected 
Terminal. 

The flat fanning face plate, in combination 
with a sturdy non-corrosive aluminum cover 
which surrounds the wires both front and back, 
creates an unusually weatherproof terminal. 
The reversible sliding aluminum cover also per- 
mits stub to be mounted at either top or bottom. 
Such other features as: detachable mounting 
bracket; cast cable chamber; guide rings for 
jumpers; beveled washers; perfect sealing 
nozzle, etc. add greatly to the installation and 
service convenience of the Reliable “RU” 
Terminal, as well as providing an assurance 
of service life beyond actual field require- 
ments. Ask for complete information on sizes 


"Reliable”’ identifies the quality 
and prices, 


Koy -v 
-OOK ELECTRIC CO 


the cook A-9u 7 amp. lavite fuse 


For telephone men who prefer the best. 


The Cook A-9u Lavite fuse is rated to blow on a 50% overload 
within 5 minutes. 


This is in accordance with Underwriters’ specifications and this 
fuse is listed with the Underwriters’ Laboratories. 








Cook also manufactures a full line of fuses carrying ‘‘Telephone 
Rating.’’ These fuses blow instantly at their rated capacity. 


Mfd. by Cook Electric Co. 
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couldn't do better 





LOTRO| 


SENSES THE NEED FOR 
CURRENT 





Model 
10KB 


AND SUPPLIES IT! 


It's almost unbelievable, the way the 
FLOTROL output keeps up with the 
load current—keeps your batteries 
fully charged—keeps your exchange 
voltage right on the dot. What's 
more, it does all this without the use 
of any moving parts, vacuum tubes, 
marginal relays, or the like. 

If you're planning to replace or add 
to your charging facilities, don’t over- 
look FLOTROL'S many advantages. 
Write for Bulletin 160 for complete 
information on single phase models, 
from 1/2 ampere to 24 amperes, 
Bulletin 161 describes three-phase 
models from 25 amperes to 200 am- 
peres. 





PRODUCTS CORPORATION 


1122 F STREET 
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FLOTRO|, 


PARTNERS IN DEPENDABILITY 


LORAIN 
Sus-crcif 


LORAIN, OHIO 











verting from magneto to automatic op- 
eration. 

The association (USITA) has book- 
lets written by experienced engineers 
on all the things necessary to make a 
successful changeover possible. There 
are numerous other books available 
and manufacturers will surely see to 
it that you are properly coached on 
the details of outside rehabilitation 
and the actual cut-over. 

You are a telephone man and the 
problems you have to work out must 
be peculiar to your own community 
and the problems we have to solve in 
Nebraska will certainly not be appli- 


cable in Florida or in the state of 
Washington. 
As I said before, when you have 


made up your mind to face up to se- 
curing the necessary rates, of obligat- 
ing yourself, and probably your suc- 
cessors for years to come, to secure 
the necessary financing, your biggest 
problem has been overcome. 

While you are here at the conven- 
tion visit all of the display rooms and 
ask all the questions you can think of. 
Get hold of the fine equipment and 
work it yourself. Talk to your friends 
and neighbors who have already in- 
stalled automatic equipment. Inquire 
about all the possible methods of fi- 
nancing your program. 

The first chance after you get home, 
tell your service or community club 
what you have seen here at the con- 
vention and when they begin to ask 
when they can have dial service, tell 
them some of the facts of life about 
the telephone business and ask them 
for suggestions about how you can go 
about improving your service. By 
letting them help you plan the pro- 
gram, they will understand some of 
the problems that you have to over- 
come. Put some penetrating oil on 
your imagination and visualize the 
kind of a building you would like to 
look at and work in every day. 

Better yet, tap the imagination of 
the whole community by asking the 
school kids to draw a colored picture 
of the kind of telephone building they 


would like to have in their commu- 
nity. 
Did you ever stop to think that 


there is not a family in your commu- 
nity that is not spending much more 
for radio and television than they are 
paying you for telephone service. 
People are just begging for better tele- 


phone service and now there is no 
reason why you cannot finance the 
conversion of your magneto or com- 


mon battery to dial service. 

I am sure your state association will 
help you in preparing estimates and 
making application for rates before 
regulatory bodies if it is necessary. 


You are probably wondering what 
the reaction of our subscribers has 
been in our first dial conversion. Prob- 
ably the greatest satisfaction is the 
unsolicited praise we are receiving 
from our customers on the improve- 
ment in because of better 
transmission and the speed of complet- 
ing calls which never can be attained 
in manual practice. Farmers have been 
most pronounced in their praise be- 
of full selective ringing and 
being able to talk as clearly from their 
farm houses as they can from the booth 
in the office. 

The 


our 


service 


cause 


compliments 
building 


we have had on 
that small town 
people appreciate improvements in the 
business section of their community. 


show 


The financial payoff has come in an 
increase from 427 telephones on Feb. 
28, 1954, to 480 on Sept. 30 and nearly 
a 50 per cent increase in toll business. 
By far the largest increase in toll 
business was from farmers. The quar- 
terly toll billing for Sept. 1, 1953 was 
$587 while the billing for the same 
period of 1954 was $1,006, an average 
of $7.00 per subscriber. A side issue 
was a great increase in revenue from 
directory advertising which was 
handled by specialists in this l.ne. 

The actual work of converting from 
magneto to automatic operation fol- 
lowed the regular pattern of tree 
clearance both in town and in the 
country and the regrouping of farm 
line subscribers to get them down to 
about eight on a line. 

Every inch of cable was inspected 
as it had been in service for 26 years. 
All drop wires were checked and all 
inside wiring was replaced. Insula- 
tion tests were made on all cables and 
600-volt breakdown tests were also 
made to make sure the cables would 
stand up under automatic conditions. 

The latest type telephones with ex- 
tended dial rings, coiled cords, hook- 
switch latches on all party and farm 
lines, and five-frequency ringing made 
full selective service possible or both 
farm lines and party lines in town. 
Ten lines were equipped for 20-party 
ringing so that we will not be caught 
and have to run miles of wire and re- 
group our farm lines just to connect 
up one or two more subscribers. 

All farm lines were equipped with 
the latest type outside arresters and 
new cross-arm arresters were placed 
several poles from the cable terminals. 
High capacity arrestors 
were placed along the lines at frequent 
intervals to afford 
lightning and 
lines. 


power-cross 


protection against 
crosses with the REA 

Changing from pulsating four-party 
ringing to five-frequency ringing ruled 
out an instantaneous cut-over and it 
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or repairs. The units are 
light, easy to handle, 
and very quiet in op- 
eration. Can be fur- 
nished less compressor 
and pump. 

See Feature Story (Pg. 20) 
TELEPHONY—December 11, 1954. 





The S & G mobile power 
units are totally enclosed— 
can be operated without 
removing the side panels. 


MOBILE POWER unIrT , 


For use by telephone cable splicing crews, 
for lighting, operating solder pots, solder 
irons and electric blowers for ventilating 
manholes. Equipped with 110-V.D.C. gen- 
erator and diaphragm pump to remove 
seepage and drain back. Air Com- 
pressor to put cables under pres- 
sure when making cut-overs 















for information write. . . 
or phone RA 3142 


8 &G MANUFACTURING CORP. 


P. O. Box 1309 





New Orleans 10, La. 


Destined for a long life of service... 


Here are poles destined for a long life of service to some 
telephone company. For they are Taylor-Colquitt treated 
Southern Pine . . . carefully selected . . . machine trimmed 
vapor dried . . . and thoroughly treated to insure many 
years of use. 

Throughout most of the States east of the Mississippi 


River, Taylor-Colquitt poles like these are regulariy going 
into new and existing telephone lines. There these poles, 
like the millions which have preceded them during the 
past 27 years, will reflect in their rugged resistance to age 
and decay, the faithful care that Taylor-Colquitt has put 
into their productica. 


Taylor-Colquitt poles are distributed to independent telephone companies exclusively 
by Automatic Electric Sales Corporation, 1033 W. Van Buren St., Chicago 7, Illinois 


TAYLOR - COLQUITT CO. 


SPARTANBURG, 


SOUTH CAROLINA 





PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 
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$40T0 
HTL -135 


INDIANA STEEL & WIRE CO. 


MUNCIE, INDIANA U.S.A. 


LOWER 


Cost Per Mile 


@ Efficient rural telephone circuits can 
be built at minimum overall cost where 
Crapo HTL-135 High-Tensile Line Wire 
is used to full advantage. For @rapo 
HTL-135 makes possible spans up to 350 
feet in heavy, 540 feet in medium and 
650 feet in light loading districts. Longer 
spans mean fewer pole structures with 
substantial savings in material and labor 
costs per mile. 

The rugged tensile strength of @Crapo 
HTL-135 and its heavy galvanized coat- 
ing provide dependable and economical 
service life on typical rural lines. 

Ask your jobber for details or write 
direct for engineering data! 


INDIAN A. 


STEEL & WIRE COMPANY 


Muncie, Indiana 
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took seven days to cut over line at a 
time. A trunking switchboard was 
furnished by the Bell company and 
spare numbers on the magneto board 
and the automatic equipment 
utilized for interoffice trunks 
the cut-over. 


were 
during 


All of the old magneto instruments 
on private lines were replaced with 
the dial instruments before the actual 
cut-over started by connecting four 
dry cells in series with each line at 
the old main frame. The operators 
soon caught on to the difference in the 
supervision because of the battery on 
the lines while the connections were 
up. 

Numerous articles and advertise- 
ments had appeared in the weekly 
local paper during the nine months it 
took for the rehabilitation and instal- 
lation of the new equipment. The Bell 
company’s sound picture, “When Dial 
Comes to Town,” was shown to the 
Volunteer Fire Department, The Farm 
Woman’s Club and at a PTA meeting 
at the high school to which the public 
was invited. In a one-half page ad a 
week before the cut-over, subscribers 
were asked to be patient and keep 
their calling down to a minimum so 
that we could complete the cut-over as 
quickly as possible. 

As it was impossible to keep an in- 
formation operator posted on the ac- 
tivities of five installation crews, two 
of the trunk line numbers to the mag- 
neto switchboard were written on the 
outside of the new directories at the 
time the dial telephones were installed. 
In this way, subscribers who had been 
converted to dial could reach the op- 
erators on the old switchboard and find 
out if the party they wanted to get 
had been converted or not. 

As each line was cut off the old 
switchboard, the jack was plugged 
with a wad of paper. This might seem 
like a crude method to companies who 
have conducted numerous cut-overs, 
but it was a great time saver over 
trying to arrange to keep every tele- 
phone working every minute and our 
subscribers took it very good na- 
turedly. 


The first question which came up 
when we announced our dial program 
was how fire reporting was going to 
be handled in a community with a Vol- 
unteer Fire Department. 


Meetings were held with a commit- 
tee of the fire department and the 
town board and it was explained at 
the very beginning that taking fire 
calls and operating the siren had 
never been the duty of the telephone 
company or its operators, but had 
merely been performed as a courtesy 
to the community. Now that other ar- 
rangements had to be made and equip- 





ment furnished to perform this sery- 
ice, it was up to the village board and 
rural fire districts to pay for this 
service. 

After trips to nearby communities 
having dial service and several meet- 
ings, it was arranged to place two 
common battery wall type telephones 
in business places where the calls 
would be answered during the day and 
two fireman’s homes where the night 
calls would be answered. A fifth tele- 
phone was placed in the fire hall, and 
all five were connected to one line, 
Number 3333 was designated as the 
fire number. 

A two-wire signal circuit was run 
from the fire siren to each of the five 
telephones and push buttons in the 
dial blanks operated a relay which in 
turn controlled the siren switch. When 
a fire alarm was received the first 
party to answer said “Fire Phone.” 
The first fireman to reach the fire hall 
took down the receiver and said “Sta- 
tion 5” which was the code for the 
person receiving the call to give the 
location of the fire. 

The town pays for five telephones 
at the five-party residence rate and 
a mileage charge for the use of the 
cable pairs and drop wires for the 
signal circuit. The town also paid for 
the relays to operate its two sirens 
and also paid the regular installation 
charges for installing both the tele- 
phones and signal circuits. 

This arrangement has worked out 
very satisfactorily and a number of 
fire departments in other parts of the 
state have inquired about this opera- 
tion. 

A few details about the building 
might be of interest. The only wood 
in the building or equipment is the 
fanning strips on the main frame, as 
this part of Shelton is infected with 
termites. 

The double wall type of construction 
was used with dark red ranch type 
brick with wide white mortar joints on 
the outside and pumice blocks on the 
inside wall. There is a two-inch air 
space and the two walls are tied to- 
gether with reinforcing 
third tier of blocks. 

The roof is self-supporting pumice 
blocks and concrete with a built up 
pitch and gravel roof and aluminum 
flashing to retain the gravel as well as 
for ornamentation. 

The flat concrete roof was so 
troweled that the water runs off at one 
place at the back with a cement splash 
block on the ground to catch the 
water. 


wire every 


The building is heated with a 220- 
volt thermostatically controlled 
tric heater. Flood lights above 
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\ =~ TELEPHONE INDUSTRY 


\-~ PORCELAIN PRODUCTS’ 
INSULATORS 


Dimensionally accurate to A. T. & T. specifications, these 
Porcelain Products’ insulated screw eyes are specifically 
designed for the telephone industry. Strong, sturdy con- 
struction—for your customer satisfaction. Tough, smooth 
insulators—give longer more dependable service. Hot- 
dip galvanized screws—for easy installation. Write today 
for complete information. 


cy Porcelain Products, tic. 


FINDLAY, OHIO 











Acco Wright Hoists 


Quality 





Type 
ee R” 
Pull-A-Way 





Weighs less than 9 pounds 


It pulls, stretches, lifts, lowers! 


e@ Opens car doors, pulls, skids, stretches, lifts or lowers 
just about anything. Easy to operate. Double interlock 
prevents brake slip. Automatic notch-per-cycle letdown 
assures positive control. Removable safety handle pre- 
vents serious overloading. Equipped with 7x19 preformed 
aircraft cable. e The WRIGHT Type “‘R’”’ Pull-A-Way Hoist 
has 1001 uses around shops and warehouses. It’s eco- 
nomically priced and will last for years. Interchangeable 
parts are stocked at the factory. 

See your local Wright Hoist distributor or write us at York, Pa., for DH-163 


AGCO Wright Hoist Division 4a 
| AMERICAN CHAIN & CABLE (cura 


Values 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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VOLUMES | & Il OF “ABC OF THE TELEPHONE” NOW AVAILABLE 


egohoe 


Both Written in the Telephone Man's Language 


Volume | is an 84-page booklet of 21 installments of the popular series by 
Frank E. Lee, appearing currently in TELEPHONY. Includes circuits, transmitters, 
receivers, induction coils, generators, ringers, relays, line protection, dials, automatic 
switching, principles of protection, drop wire installations. 


Volume II is an 80-page booklet of 20 installments. Covers installation and 
maintenance of Sub-Station Protectors, Station Wire Installation, Subscriber Installa- 
tion, Fault Locating, Relay Circuit Analysis, Planned Maintenance Program, Electronic 
Testing of Aerial Cable and Drop Wire, Plant, Transmission Developments and Load- 
ing Coil Theory. Over 2,000 copies of Vol. Il have been sold. 


Over 17,000 copies of the two volumes have been sold domestically and abroad. 


Either volume can be bought separately. We suggest, however, that you com- 
bine your requirements for both and take advantage of the following lower quantity 
prices. 


$1.50 Each To facilitate handling the large volume 
of requests for ABC booklets, TELEPH- 
1.35 Each ony has arranged for all orders, remit- 
1.20 Each tances and inquiries to be sent directly 
to Mr. Lee, the Publisher. For your con- 

1.05 Each venience use coupon below. 


Single Copy 

2 to 25 Copies 

26 to 50 Copies 
More than 50 Copies 





FRANK E. LEE, Publisher 
1751—183rd STREET 
HOMEWOOD, ILLINOIS 

Please send the following: 
_____ Copies of ABC, Vol. | 
Copies of ABC, Vol. Il 
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4. BASHLIN’S 


One Piece Steel 


and Aluminum 


Adjustable 
Climbers. 






1. BASHLIN'S 
Tool Bucket ) 


3. BASHLIN’S 
Chippewa Boots 





j 








i 
t 








5. BASHLIN’S 
Safety Belts 





BASHLIN’S 


Safety Straps 
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WRITE TODAY 
for this CATALOG 


M. BASHLIN CO. 


GROVE CITY, PA. 


windows are 
clock. 

A paystation is located in the en- 
trance way which is open to the public 
24 hours a day and is lighted by a 
regular paystation sign, controlled by 
a time clock. Both the outside and 
inside steel doors have glass windows 
so that anyone entering can see if the 
paystation is being used and can 
watch the equipment operating while 
waiting for a call. 


controlled by a_ time 


Small town people do not seem to 
like to call from pay stations in cafes, 
drug filling stations, but 
seem to like the privacy afforded by 
locating a public telephone where they 
cannot be heard. This paystation has 
been very popular even though it is 
on the outer edge of the business dis- 
trict and there are four other pay- 
stations in cafes and filling stations. 


stores or 


I pinch myself every time I drive 
up in front of this little building to 
make sure it isn’t a dream. Who 
knows but what it may be the inspira- 
tion for someone else, the same as a 
picture window in a farm home on 
Highway 34 and a ranch type home in 
southeast Lincoln was the inspiration 
for its coming into being. 

In making plans for your building, 
why not invest one more cent for each 
dollar you have invested and have 
something which will be a constant re- 
minder of the importance of the tele- 
phone in your community. How can 
you expect small town business men to 
replace the fronts on their old brick 
buildings or make other improvements 
if the organization which has the most 
customers and the largest investment 
in town buries its equipment in a 
morgue on the back alley. 

Small companies cannot maintain 
an organization large enough to carry 
out such an undertaking as an auto- 
matic conversion and we are depen- 
dent on the larger companies and our 
associations for advice and assistance 
in Many ways. 

At this time I want to express my 
appreciation to TELEPHONY and Tele- 
phone Engineer for the information 
and inspiration I have received from 
reading their fine articles and editori- 
als. 

I want to thank my friends in the 
Lincoln, Nebraska Continental, North- 
western Bell and Hunt properties for 
the advice and help they have given 
me. 

The activities of the state and na- 
tional associations have made possible 
the small company improvements 
which are now underway and we cer- 
tainly appreciate the assistance for 
which we have paid so little. 
want to 


In closing I relate a side- 


light of the (USITA) convention of 
1952: 
The investment banker who criti- 


cized the picture Paul Grauer gave me 
at the 1952 convention, financed the in- 
stallation of automatic equipment for 
Wilson, Kan. this last spring. 

Who knows but the contacts you 
make at this convention might make 
it. possible for you to tell your friends 
about your automatic installation at 
the 1955 or 1956 conventions. 


Vv 


Middle West Service Co. Merges 
With Hartt Consulting Firm 

The firm of Jay Samuel Hartt, con- 
sulting engineers, and Middle West 
Service Co., both of Chicago, were 
merged under the name of Middle West 
Service Co. on Dec. 31, 1954. 

Offices will be maintained at both 
327 S. LaSalle St., Chicago (Hartt’s 
address), and 20 N. Wacker Dr. (Mid- 
dle West’s address) during the next 





EDWIN VENNARD 


three months while office space at the 
latter address is being provided. There- 
after, all business will be conducted at 
20 N. Wacker Dr. 

The heads of both organizations are 
to remain active in the merged com- 
pany. Edwin Vennard will be presi- 
dent of the company and Mr. Hartt 
will be chairman of the executive com- 
mittee. Rodman McClanahan will con- 
tinue as executive vice president. 

The merger will materially enlarge 
the services previously rendered by 
either firm in organization, manage- 
ment, supervision, corporate practices, 
accounting, budgeting, financing, engi- 
neering, new business studies, rates, 
taxes and safety. Also, appraisals, 
valuations, economic analyses, cost of 
money studies, depreciation studies, 
public relations, personnel, industrial 
relations, pensions, insurance, market- 
ing, pricing, industrial engineering, etc. 
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J. S. HARTT 


Mr. Hartt began practice as a con- 
sulting engineer immediately after 
World War I and has practiced con- 
tinuously since that time. He has 
headed his own firm since 1924. During 
that time he has testified before courts 
and commissions in more than 200 pub- 
lic utility rate cases on electric, gas, 
transportation, telephone, water and 
heating rates. 


He is a member of the National So- 
ciety of Professional Engineers, Amer- 
ican Institute of Electrical Engineers, 
and is a Fellow of the American In- 
stitute of Management. 


Mr. Vennard held various positions 
with utilities in the Southwest before 
coming to Chicago. 


In 1933 he was named head of the 
rate department of the Middle West 
Utilities Co., predecessor of Middle 
West Service Co. In 1937 Vennard was 
named vice president in charge of 
rates, new business, advertising, pub- 
lic and employee relations. He was 
made president of the company in 1953. 
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Gossip Ties Up Party Line, 
California Home Burns 

A woman in Novato, Cal., found her 
party line in use when she wanted to 
report a fire in her home, the Asso- 
ciated Press reported on Dec. 26. 

She pleaded with the unidentified 
talkers for a clear line. “Let it burn 
down,” said a stubborn gossiper. It did. 
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Co-op Files Articles in Oregon 

Central Rhea Creek Telephone Co., 
Heppner, filed articles of incorporation 
as a cooperative in Oregon, it was 
reported on Dec. 24. 
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—— > A Completely NEW LINE of Service Bodies with 


25 FEATURES 


hat quve een werwing to° UTILITY UTILITY 


- Models to fit 40 different Chevrolet, Ford, 
International, GMC, Dodge and Studebaker 
chassis . . . single or dual wheel. 

. For YY - 34 -1-and 114-ton trucks. 
18 different compartment arrangements. 

- Exclusive 4-point coil spring body mounting. 

- Complete line of Service Accessories. 

- Bonderized, all-steel welded construction. 

- Double lap-type joints. 

. Extra-wide doors for easy access. 

. Larger, greater capacity compartments. 

- Embossed door panels for rigidity and 

} appearance. 

| 11. Fully recessed door handles. 

} 12. All doors keyed alike. 

' 13. Tumbler-type locks at no extra cost. 
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Model 900 D 
with upper structure 


14. Full bolt-action locking bar. 

15. Weatherproof compartments . . . lap- 
seal and gutter drain on all doors. 

16. Raised bottoms of all vertical com- 
partments provide extra protection 
for tools and supplies. 

17. Heavy-duty reinforced 16-gage 


bulkheads. Model 1050 D 
18. Outside compartment headers ne es secoeciiiaaceamaaaes 
14-gage steel. 23. Extra strength, bridge-type construc- 
19. 4-way, 12-gage, safety tread tion with interlocking lateral and 
non-skid floor. longitudinal reinforcements. 
20. From 25 to 35 sq. feet of floor 24. Side boxes supported by one-piece 
loading area. cross members, reinforced at 
21. Through wheel housings for mounting holes. 
universal dual wheel application. 25. Beaded fender panels hinged for easy 
22. Reinforced tailgate. access to wheels and spring shackles. 


For Better Service and Greater Utility . . . Specify 





Morrison Service Body Division 


. MORRISON STEEL PRODUCTS, INC. 
> WRITE FOR DETAILS: 657 pstherst Street 


Buffalo 7, New York 
@ Also manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel Garage Doors 
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Maintenance Chief in Minnesota 
Retires After 45 Years Service 

The Park Region Echo of Alexandria, 
Minn., on Dec. 16 carried a feature 
story on the retirement of Orley Tart, 
maintenance head of the Alexandria 
Telephone Co. for the past 45 years. 

Mr. Tart started his long career in 
the industry as an operator for Peo- 
ple’s Telephone Co., Spring Valley, in 
the days before there were women tele- 
phone operators. Later he worked for 
the Northwestern Bell Telephone Co. in 
St. Paul and the Citizen’s Telephone 
Co., Mankato, returning then to the 
People’s company. He ultimately took 
the position of lineman in 1909 for the 
Alexandria Telephone Co., where he 
worked as a one-man crew. Today the 
company employs a crew ranging from 
10 to 16 men, of which Mr. Tart was 
head when he retired. 

Mr. Tart has a son, Orley Jr., who 
is following in his father’s footsteps as 
an installer for Western Electric Co. 
at Dubuque, Iowa. 
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J. H. Agee of Lincoln (Neb.) T&T 
Named to State Post 


J. H. Agee, director and former vice 
president and general manager of Lin- 
coln {Neb.) Telephone & Telegraph 


WHEN COMMUNICATION 
AND POWER CIRCUITS 
RUN TOGETHER....... 


OCT-O-DUCT 


Makes Duct Erection Easy 


A BANK OF OCT-O-DUCT containing 
9 communication and 4 power circuits was 
easily erected in less than 8 hours by a 3- 
man crew at the new Internaticnal Airport 
at Los Angeles. More than 6500 feet of 
OCT-O-DUCT was installed in a trench 
approximately 500 feet long. 


OCT-O-DUCT is designed to take com- 
plicated set-ups like this in stride. Flat 
sides, simple couplings and convenient length 
make it first choice with contractors and 
construction departments in telephone and 
power utilities throughout the West. 
OCT-O-DUCT’s low first cost and low 
installation cost, combined with its out- 
standing electrical, chemical and mechanical 
characteristics, give you your best buy in 
underground circuit protection. 


SOAPSTONE DUCT COMPANY 


110 Linfield Drive, Menlo Park, California 
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Operators of the Ray Electric & Telephone Co. of Hayden, 








5 


‘ 


4 


Ariz., waiting for first nationwide 


operator toll dialing calls to come in over the Stromberg-Carlson XY system which was installed 


recently. 


Left to right are Mesdames ENOLD HERRING, HELEN GUYER, 


INEZ BLACK, NANCY 


PACE and ALENE GOODWIN. 


Co., recently was named to membership 
on the Nebraska Turnpike Authority 
by Governor Robert Crosby. 

Mr. Agee fills the vacancy created 
by the resignation, because of ill health, 
of W. W. Putney, also a director of 
the Lincoln company. 
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Elect Four Top Officers of 
Southern New England Company 
The election of four top officials was 
announced on Dec. 10 by the Southern 
New England Telephone Co. 
eS 


* 


WRITE FOR NEW BULLETIN 54 A, which gives 
detailed specifications. Also for the OCT-O- 
DUCT Installation Manual, describing this 
product and its recommended use. 










Allerton F. Brooks, president for the 
last 13 years, was elected chairman of 
the board. Lucius S. Rowe was named 
president, and Paul M. Zorn was chosen 
to succeed him as a vice president and 
general manager. Mr. 
elected a director. 


Zorn also was 

J. Edison Doolittle was elected a vice 
president and controller. 

Mr. Rowe joined Southern New Eng- 
land in a clerical position 30 years ago, 
while Mr. Brooks’ career with the com- 
pany spans 43 years. Mr. Zorn started 
as an engineer’s assistant in 1923. 


TELEPHONE COMPANIES 


Concluded from page 25 


keep the 14-billion-dollar telephone 
plant busier at hours when business 
traffic is low. This price emphasis is 
meant to help you remember, when 
you think about congratulating Aunt 
Mary on her birthday, that you can 
talk clear across the country for about 
the price of a carton of cigarets. 

“In a Southern New England Tele- 
phone Co. contest at Connecticut fairs 
last summer, guessers were invited on 
the cost of calls to 15 scattered cities. 
The list ranged from nearby Hartford 
and New York to distant Tucson and 
Seattle. Most guesses were too high, 
by amounts ranging from a few cents 
to as much as $4.00. 

“Outdoor telephone booths, sprouting 
all over the landscape in late years, 
are also building business for Bell. 
There now are 69,000 of these booths, 
up from 50,000 a year ago and 34,000 
two years ago. Experience indicates 
they handle many calls that otherwise 
wouldn’t be made.” 


Vv 


It takes two to speak the truth—one 
to speak, and another to hear.—H. D. 
THOREAU. 
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Lincoln (Neb.) T&T Names 
Furr Secretary-Treasurer 

Houghton Furr 
tary-treasurer of The Lincoln (Neb.) 
Telephone & Telegraph Co., 
Jan. 1, at a recent meeting of the com- 
pany’s board of directors. He succeeds 
H. W. Potter, who retires on Dec. 31. 

Formerly assistant to the president 
of LT&T, Mr. Furr 


from the University of 


was elected secre- 


effective 


graduated 
Nebraska in 


was 





HOUGHTON FURR 


1940 with a Bachelor of Arts degree 
and then attended Harvard Law School 
where he graduated in 1943. During 
World War II he was a first lieutenant 
with the Army Air Force. 

For several years he was an assist- 
ant professor of law at the University 
of Nebraska and associated 
Archie Furr & Co., where he 
gaged in auditing, accounting and tax 
work. 


was with 


Was en- 
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Four More TV Stations Added to 
Bell System Network 

Network 
tended to four more stations over the 
Christmas 


television service was ex- 
weekend, the Long Lines 
Department of American Telephone & 
Telegraph Co. announced on Dec. 27. 
Latest to be connected to the Bell 
Telephone System’s nationwide net- 
work television facilities were WFIE, 


Evansville, Ind.; WEHT, Henderson, 
Ky.; WBTW, Florence, S. C.; and 
WSFA-TV, Montgomery, Ala. 

With the addition of the four sta- 


tions, network TV service is now avail- 
able to 356 stations in 232 cities in the 
United States, 
Lines. 


according to Long 

The stations in Evansville and Hen- 
derson received their first network pro- 
grams over a new 118-mile radio-relay 
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route running south from Terre Haute, 
Ind. installation for the Evans- 
ville station was provided by the In- 
diana Bell Telephone Co., and the Hen- 


derson 


Local 


connection was made by the 


Southern Bell Telephone & 


Co. 


Telegraph 


Service was F lor- 


102-mile exten- 
sion of the Bell System’s Washington- 


provided for the 
ence station over a new 


Atlanta microwave route. WSFA-TV, 
Montgomery, began receiving service 
over the Atlanta-Jackson radio-relay 


route which passes through Montgom- 


ery. Southern Bell made the local con- 


nections for both stations. 


Ohio Company 92° Dial 
Northern Ohio Telephone Co., Belle- 
vue, O., passed another milestone in its 
modernization program when the Grand 
Rapids exchange was converted to dial 
service the latter part of Dees 
This was the 


mber. 
second exchanes to be 
conversed to dial service in 1951, Carey 


More 


telephones 


being made automatic in 
cent of the 


served by the company are 


July. 
than $2 per 
how dial 


operated. 
VV 


Men in great places are thrice sery- 


ants.—BAcon. 
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The Neale Model B is designed for 
one-man operation. It may be used with 
equal effectiveness for spinning new 
cable or maintenance spinning of exist- 
ing cable. This machine is easy to trans- 
fer at pole...simply by removing the 
gate in the spinner head. Many tele- 






on Your 
Problems 


For Best Results 
Use Neale Wire 


phone companies... large and small... 


have reported success in using this cable 
spinner to reduce outside plant costs 
and solve problems of new construction 


and maintenance. 


Contact Your Jobber 


hal 


— 





Available in 7 different types 
... all made to meet the 
toughest construction and 
corrosion problems. 


| 
4 ip 
¥. He Spinning Equipment Co. 








3100 TOPEKA AVE. 


TOPEKA, KANSAS 
43 
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The offset 

hinge gives 
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*KLEIN KUT PLIERS 


for both regular and 
heavy-duty cutting 


It was Klein that produced the first 
and still the finest regular side-cut- 
ting plier. Klein also gave the in- 
dustry the modern, streamlined 
version so much in demand. 

And it’s Klein again with a new, 
high leverage cutting plier for light- 
or heavy-gauge wire, including No. 2 
weatherproof hard drawn solid cop- 
per wire, and A.C.S.R. 

There’s no extra hinging of any 
kind—no uncomfortable wide-spread 
handles—with this new Klein-Kut 
Plier. The offset hinge permits the 
extra-high leverage and operation is 
as smooth and easy as with any other 
Klein Plier. Forged from high-grade 
tool steel, individually fitted, tem- 
pered, adjusted and tested. Ask for No. 
213-9 N.E. for streamlined pattern. 


Regular pattern available 
Same high-leverage design, but in 

the original Klein side-cutting 
pattern. Ask for No. 213-9. 


Write for free Copy of Bulletin 1054 
*Trade Mark 


ASK YOUR SUPPLIER 


Foreign Distributor: Inter- 
national Standard Electric 
Corp., New York. 









“Since 1857" 


2 KLEIN 


\ HICAGO 4 


& Sons 
Chicage, mt, 8 5. 
5 ILLINOIS 

















Among those in attendance at the recent cut-over to Stromberg-Carlson XY dial equipment at 
Conroe, Tex., an exchange of the Lufkin Telephone Co., were (left to right): JAMES WALKER, 
DR. L. H. DENMAN, MRS. H. H. ABRAM and MRS. JAMES NEWSOM. 





| Georgia Independent Sponsors 
Christmas Decorations Contest 


Shortly before Christmas the Stand- 


ard company also entertained 43 of 
The Standard Telephone Co., Cor- its employes at a dinner party. 
nelia, Ga., recently was co-sponsor of The company also has announced 


a Christmas decorations contest in Cor- 
nelia which honored winners in three 
categories—homes; churches and insti- 
tutions, and business houses. 


plans—approved by the Georgia Public 
Service Commission—to extend service 
to many areas now without telephones, 
and to improve existing service. 


G. A. KLEIN, president of Southern Continental Telephone Co., Cookeville, Tenn., presents © 

colored telephone to KELLY M. CHAMBERS who retired recently, following 47 years service with 

various companies in the South in plant and managerial capacities. Shown left to right are W. K. 

SHELL, Tennessee general manager; MR. KLEIN; MR. CHAMBERS; MRS. CHAMBERS and F. M. 

COOPER, Cookeville district manager. Shotgun and fishing rod and reel were presented by 
fellow workers. 
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Elect Norberg President of 
Electric Storage Battery Co. 

Carl F. Norberg was elected presi- 
dent of The Electric Storage Battery 
Co. at a recent meeting of the board 
of directors. The action followed the 
resignation of S. Wyman Rolph as 
president, chairman of the board and 
a director, who is retiring after 38 
years service. 

Mr. Norberg joined Willard Storage 
Battery Co., then a subsidiary of The 
Electric Storage Battery Co., in 1925, 





Cc. F. NORBERG 


shortly after he came to the United 
States from his native Sweden, where 
he graduated from University of Up- 
sala and the School of Mines, Royal 
Institute of Technology. He held a 
succession of positions and was works 
manager and chief engineer of Willard 
Storage Battery Co. of California un- 
til 1988 when he was transferred to 
the executive department of Willard 
in Cleveland. In 1941 he became vice 
president in charge of manufacturing. 

Mr. Norberg was transferred to The 
Electric Storage Battery Co. in 1943 
and the next year was made vice 
president in charge of manufacturing. 
He was elected a director of the parent 
company in 1948, and in 1950 he was 
named executive vice president, the 
position he held until his election as 
president. 

Mr. Norberg is a member of Amer- 
ican Chemical Society, American 
Ordnance Association, Franklin Insti- 
tute, National Association of Manufac- 
turers, Society for the Advancement 
of Management, Society of Automotive 
Engineers, Association of American 
Battery Manufacturers and American 
Management Association. 
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It is much easier to be critical than 
correct.—DISRAELI. 
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RecriFitteRs* 


(BATTERY ELIMINATORS) 





Raytheon RectiFilteRs are happier left alone. Except 
for a visit every twelve months or so for routine mainte- 
nance, they are content to go on providing D. C. output 
voltage year after year without attention. 

That’s an outstanding virtue in the Telephone Industry 
where trouble-free dependability is so vitally important. 

Raytheon RectiFilteRs eliminate the need for storage 
batteries . . . automatically provide closely filtered and 
stabilized D. C. output voltage at low cost .. . release 
charging cable pairs for revenue producing service. 

You'll like Raytheon RectiFilteRs because you never 
have to give them a thought 
— because they give you 
faithful service year after 


year at lowest cost. 












RAYTHEON 


MANUFACTURING COMPANY 


EQUIPMENT SALES DIVISION svaeee Sayer 
RectiChargeRs and 

DEPT. 6120-T, WALTHAM 54, MASSACHUSETTS RectiFilteRs for com- 
DISTRICT OFFICES: BOSTON, NEW YORK, CLEVELAND, CHICAGO, NEW pletely dependable 
ORLEANS, LOS ANGELES (WILMINGTON), SAN FRANCISCO, SEATTLE Telephone = service. 
INTERNATIONAL OPERATIONS: 589 FIFTH AVE., NEW YORK CITY You ser’ Sr 
a complete line for 

RAYTHEON PRODUCTS INCLUDE: RectiChargeR®* battery all requirements. Ask 
chargers; RectiFilteR* battery eliminators; Voltage stabilizers him for details or 


(reguloters); Transformers; Tubes and other electronic equipment. write direct 
* Reg. U. S. Pat. Off. 
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Bell Hangers and 
Electricians’ Bits 
© 


SYRACUSE 


We manufacture a 
complete line of sizes 
from 12" to 30" in 
length, and 7" to 34" 
diameter. 

Our drills are forged 
from high grade tool 
steel and are guaran- 
teed to drill through 
plaster and small nails 
without injury to the | Cast steel frame for new horizontal double piston type aluminum cable sheathing press under con- 
point. struction in West Germany as recently seen by Oscar G. Garner, vice president of the General 


& Cable Corp. The frame as photographed is being machined on a horizontal boring mill. Center 
spindle shown in photograph is not part of frame, but cutter bar for machining of frame. 


Chad of Os vat) 








Immediate delivery 


from stock Prepares to Direct-Extrude best method of sheathing cable, they 


Vv © Aluminum-Sheathed Cable said. 
Completion of construction of the It was pointed out that General 
SYRACUSE TWIST : 


General Cable Corp.’s new press, first Cable Corp. plans to move as fast as 


: , " t 
DRILL Cco., INC. in the United States for the production Possible to make available direct-ex- 














Q 

Est. 1877 of direct-extruded aluminum-sheathed t'uded alumimum cable sheathing. 

SYRACUSE, NEW YORK cables, will take place in February, VV 

1955, Irving T. Bennett, chairman of Kellogg Appoints M. W. Coburn | } 

° ° the board and chief executive officer, Staff Attorney t 

and J. R. MacDonald, president, an- Maurice W. Coburn, Chicago, has ; 

unusual nounced in December. been appointed staff attorney for Kel- 

Construction of the new press (see logg Switchboard & Supply Co., a divi- { 
i 


cut) by Schloemann of Dusseldorf, 
West Germany, is now far along, ac- 
cording to a report received by the 
two General Cable Corp. officials from 
Oscar G. Garner, the company’s vice 
president in charge of plant engineer- 
ing, who recently returned from a visit 
to the press builder. 





...is one of the seven common.-- 








5 
est danger signals that may The new press will be delivered in 
: mid-1955 and installed in the Perth 
enter cancer...but should al- Amboy, N. J., plant of General Cable 
ways mean a visit to your doctor. Corp., it was revealed. Representa- 
The other six danger signals are tives of Schloemann will supervise 
—Anv sore that does not heal installation of the press and the start 
..-A lump or thickening in the of its operation. 
breast or elsewhere... Any The initial announcement last July 
change in a wart or mole... of General Cable Corp.'s order for the 
Persistent indigestion or diffi- press, and the company’s plans to com- 
, ’ : mercially produce this country’s first 
culty in swallowing... Persis- ; 
: direct-extruded aluminum-sheathed 
tent hoarseness ~ cough... Any cables, stimulated much interest in the 
change in normal bowel habits. communications, electric power and M. W. COBURN 
For other facts about cancer other industries the company reports. sion of International Telephone & Tele- 
that may some day save your The two General Cable Corp. off- &'@ph Corp., Comptroller Sterling H. 
life, phone the American Can- cials cited as advantages of aluminum Bass announces. / 
cer Society office nearest you, sheathing the fact that it costs less per Mr. Coburn served as an attorney 
oir tallies nd itaiinnal atin aii unit volume than conventional cable for Montgomery, Ward & Co., Chicago, , 
of your local Post Office. sheathing, that it is lighter in weight for two and a half years before join- 


and has greater mechanical strength. ing the Kellogg company. He is a 
There has been indication, too, that graduate of Northwestern University 


American Cancer Society @ | the direct extrusion of aluminum is the School of Law. 
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North Electric Appoints 
Mathews Controller 

H. Y. Kraepelien, president of the 
North Electric Mfg. Co., Galion, O., 
announced the appointment of E. W. 
Mathews Jr. as controller of the com- 





E. W. MATHEWS JR. 


pany. This appointment was _ necessi- 
tated by the continuing expansion pro- 
gram undertaken at North. 

Mr. Mathews joined North from the 
tound Chain Co. in Cleveland where 
he was vice president—finance. He 
takes with him a vast background of 
experience in financial fields mainly 
in metal fabricating and steel indus- 
tries. He attended Ohio State Uni- 
versity. 


Vv 


“All of the task forces are now in the 
midst of their inquiries and no horrid 
examples are ready for publication and 
no final recommendations have as yet 
been put on paper. However, we are 
learning a lot.”” — HERBERT HOOVER, 
Former President of the United States. 





OGDEN W. SUTRO (left) has been advanced 
from scles manager, pole hardware division 
of Mclleable Iron Fittings Co., Branford, Conn., 
to assistant to the president, T. F. Hammer. 
ALBERT B. STEVENS (right) formerly assis- 
tant sales manager, has been named scales 
manager of the pole hardware division. 
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DE NEMOURS & CC 


WESTINGHOUSE E 


DUMONT CORP. e ¢ 


HE PACIFIC 


HUGHES AIRCK 


ESTERN ELECTt 


DOUGLAS AIRCRAF1 


ONSOLIDATED VULT, 


LECTRIC BOAT CO. e 


ILLINOIS BELL TELEPHONE CO. e ... 


TEWART WARNER CORP. e TELETYPE CQ@ 


MONSANTO CHEMICAL CO. e NESCQ 
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SERVEL INC. e FRUEHAUF TRAI’ 


EW YORK CENTRAL R. R. CO. 


AMERICAN TELEPHONE & 1 


EASTMAN KODAK COMPANY 





flmerican Beauty ELECTRIC SOLDERING IRONS 


are making “connections where they count” on the finest radio, 


TV, electronic, telephone and aviation equipment. 


Since 1894—American Beauty Electric Soldering Irons have 


been the standard for dependability, durability and efficiency. 
They are made in many sizes to fit all requirements, but in only 
one quality—the best! 
We also manufacture and stock a wide variety of soldering ] 
iron tips in special shapes and sizes. Tell us your requirements. 


Write for Descriptive Literature 


AMERICAN ELECTRICAL HEATER COMPANY “rexnnce 
144-H DETROIT 2, MICHIGAN 
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Acker Drill Co. Expands 
Scranton Plant 

The Acker Drill Co., Inc., manufac- 
turers of drilling equipment accessories, 
recently completed a new addition to 
their plant in Scranton, Pa. (See cut). 
The new wing is of brick and steel 
construction and provides an additional 


manufacturing area of over 35,000 
square feet of floor space. 
Equipped with the latest machine 


tools and equipment, it is expected that 
the new facilities will provide for the 
increased demand of Acker products in- 
cluding its new earth digger. 

Besides the new plant wing, addi- 
tional space has been acquired for stor- 
age of materials and finished products. 


Vv 


H. S. Gleason Named Manager of 
Stromberg's Automation Research 

Robert C. Tait, president of the 
Stromberg-Carlson Co., announced on 
Dec. 10 the establishment of a new 
group for research in the field of 
automation under the direction of How- 
ard S. Gleason, who assumes the posi- 
tion of manager of automation re- 
search. This is another step in a 
comprehensive plan for maintaining 
and improving Stromberg-Carlson’s 
competitive position in the electronics 
and communications industry, accord- 
ing to Mr. Tait. 


Type S-1-A 
Frequency Modulated 
Subscriber Carrier 


Delivering! Yes, but awfully slow. 
Our own men are making each 
and every installation. 


Results: We will have a most com- 
plete “How to Install Book" based 


on our own actual experience. 


We earnestly solicit your con- 
tinued patience. We promise you 


our carrier is worth waiting for. 


$1180. per Channel 





The automation research group, 
which will become a part of the com- 
pany’s present research department, 
will be enlarged as time goes on by 
personnel drawn from all divisions as 
needed to implement the work of the 
present staff of engineers. 

The primary objective of the estab- 
lishment of this group will be to con- 
solidate Stromberg-Carlson’s efforts in 
the complicated and rapidly expanding 
field of automation. Complete facilities 
will be provided to establish pilot lines 





H. S. GLEASON 


for the assembly of components and 
printed wiring boards. A study of the 
application of the newest manufactur- 
ing techniques as applied to the com- 
pany’s business will be undertaken. 
One of the important functions of the 
group will be to train development en- 
gineers in methods of design adaptable 
to automation and to train production 
personnel in the application of auto- 
mation procedures to production. 

Mr. Gleason and his associates will 
also coordinate the work now proceed- 
ing in Stromberg-Carlson’s research 
department in the field of printed cir- 
cuitry and other aspects of automation, 
and the extensive program in auto- 
matic machine tool control now going 





forward in the company’s 
Electronic Control 
(ECS), in Los Angeles. Sidney R. 
Curtis, vice president, will assist Mr. 
Gleason and his group in liaison with 
the military services, ECS, and private 
industry. 

In his position, Howard §. 
Gleason returns to the research depart- 
ment following several years of pro- 
duction engineering experience. Re- 
cently he has been assistant manager 
of production engineering for the radio- 
television division. 


affiliate, 
Systems, Inc. 


new 


He is a mechanical 
engineering graduate from Massachu- 
setts Institute of Technology (M.I.T.), 
class of 1943, and a Marine Corps 
veteran of World War II. His jrst 
assignment in the research department 
at Stromberg-Carlson in 1946 was the 
development of a water-tight plug and 
jack for the Signal Corps. This was 
successfully completed and is_ being 
manufactured in quantity for use by 
the Armed Forces. He has also had 
successful experience in the design and 
development of drive systems for mag- 
netic recorders including the endless- 
belt recorder for the Stromberg-Carlson 
toll-ticketing system. 

Mr. Gleason, who was born in Canas- 
tota, N. Y., now resides in Rochester, 
N. Y. He is a member of the Ameri- 
can Management 
also 


Association, and is 
active in the Radio-Electronics- 
Television Manufacturers 


(RETMA). 


Association 


Vv 


“For a good company, there is no 
mystery in good public relations. The 
secret is simply to tell all it can about 
itself. One of the first to realize this 
was American Telephone & Telegraph 
which staffs its public relations depart- 
ment with ex-newspapermen and ex- 
perienced company hands. Five of 
AT&T’s subsidiary Bell presidents once 
headed its public relations program. 
AT&T capitalizes on its own greatest 
asset. Instead of answering stockholders’ 
complaints or other communications by 
letter, it calls them up.”—Excerpt frem 
“Time Magazine.” 
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McCreary of AE Elected to 
Electrical Engineering Society 

Harold J. McCreary, research engi- 
neer on the analytical research staff of 
Automatic Electric Co., Chicago, has 
been elected a professional member of 
Eta Kappa Nu Association, electrical 
engineering honor society. 

Mr. McCreary was graduated from 
the University of Nebraska in 1923 
with an electrical engineering degree, 
and later was awarded a professional 
electrical engineering degree for a 
thesis on his invention of the ‘“Mag- 
netic Cross Valve.” 

He is a member of the electronics 
committee of the American Institute of 
Electrical Engineers, a senior member 
of the Institute of Radio Engineers, 
and a member of the Western Society 
of Engineers. 

Mr. McCreary now has 121 patents 
in 21 countries, of which 44 are in the 
United States. One of these patents, 
filed 30 years ago, was on cathode ray . 
television in color. 
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Graybar Electric Makes Four 
Managerial Appointments 

H. G. Cook has been appointed dis- 
trict manager for the Detroit district 
of the Graybar Electric Co., effective 
January 15, President W. E. Henges 
has announced. He succeeds E. R. Yon- 
kers who has been appointed district 
manager at Cincinnati. 

Mr. Cook started as a part-time mes- 
senger at Grand Rapids in February, 
1920. His entire career has been spent 
at Grand Rapids in positions of service 
clerk, counterman, office sales and man- 
ager. He has been manager from 
March, 1939, until his present appoint- 
ment. A native of Grand Rapids, Mr. 
Cook is a graduate of Grard Rapids 
Junior College. 

W. T. Bronson has been appointed 
manager at Grand Rapids, replacing 
Mr. Cook. Mr. Bronson joined Gray- 


bar in 1934. He has been manager at | 


Lansing since November, 1951, until 
his new appointment. Mr. Bronson is 
a native of Pueblo, Colo., and attended 
the University of Pennsylvania. 

H. G. Mitchell has been appointed 
manager at Lansing, replacing Mr. | 
Bronson. Mr. Mitchell has been man- | 
ager, inside construction sales, at Cin- 
cinnati since August, 1953, which posi- | 
tion he held until receiving his present 
assignment. 


Vv 


It is not enough that you can form, 
nay, and follow, the most excellent 
rules for conducting yourself in the | 
world. You must also know when to | 
deviate from them, and where lies the 
exception.—GREVILLE. 


JANUARY 15, 1955 








Alphaduct drop wire is designed 
and built to be the longest lasting 
drop wire you've ever installed. 

It's tested ... completely, thoroughly and 
often to make sure that every single 

coil is up to Alphaduct’s rigid standards. 


Here's how the insulation 
is tested to make sure it won't crush. 


Short lengths of Alphaduct are 

placed between the steel plates of a 
compression testing machine. These 

plates are then forced together at uniform 
speed until the insulation crushes. 

Alphaduct parallel drop wire has to withstand 
a minimum load of 1500 pounds before 

it breaks. Each conductor of Alphaduct twisted pair 
will withstand a 1000 pound pressure. 


You don’t have to worry about a little 

rough handling breaking down this kind of tested 
insulation. Try Alphaduct drop wire. It's 

dated, so you can see for yourself the extra wear it provides. 


a 
ALP H A D UL | WIRE AND CABLE COMPANY - MILLTOWN, NEW JERSEY 
NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 

REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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FOUR REA YEAR-END LOANS TOTAL $2,481,000 


The REA approved year-end loans for improving and 
extending telephone service in rural areas of Indiana, 
North Dakota, Arkansas and Tennessee, the U. S. Dept. 
of Agriculture announced Jan. 30. Details of the four 


leans which totalled $2,481,000 follow: 


The Eureka Telephone Co., Corydon, Ind., on Dec. 28 
was allocated $385,000, third loan to this borrower. 


The company proposes to uses these funds to expand 
its present operating area into adjacent Crawford county. 
It plans to acquire the Milltown Telephone Co. which 
now serves 142 subscribers, including 45 switchers, over 
31 miles of line. A new automatic central office will be 
constructed at Milltown, 224 miles of new line will be 
added and all of the acquired line will be rebuilt. The 
rehabilitation and new equipment will enable the _ bor- 
rower to offer improved service to the existing sub- 
scribers, and to serve 700 new subscribers in the area. 


The three REA loans, totaling $1,421,000, will make 
it possible for the Eureka company to provide telephones 
to 3,416 subscribers in Crawford and Harrison counties. 


To date, the borrower has installed new automatic 
facilities at Corydon, Ramsey, Laconia, New Middleton, 
Mauckport and Valley City, and over 2,300 subscribers 
are now receiving modern service in those communities. 
The completed system will consist of 669 miles of line 
and 7 exchange areas. 

Claude A. Davis is president of the Eureka Telephone 


Co. 
* = * 


Dakota Central Rural Telephone Cooperative Associa- 
tion, Carrington, N. D., on Dec. 29 was given a loan of 
$1,770,000, second loan to this borrower. 


The association will use these funds to furnish modern 
telephone service to 2,166 additional subscribers in an 
enlarged service area. As a nucleus for the expanded 
system the borrower plans the following acquisitions: 
The Hamer and Warwick exchanges from the Sheyenne 
Telephone Co. at Sheyenne, the Barlow Telephone Co., 
5 miles of rural pole line in the service area from the 
Northwestern Bell Telephone Co., and 10 small switcher 
companies in the vicinity. The facilities to be acquired 
are now serving 428 subscribers over 330 miles of line. 

The cooperative plans to construct 1,550 miles of 
new line and rebuild 295 miles of the existing line. 
New automatic central offices will be constructed at 
Barlow, Warwick, Cleveland, Edmunds, EI- 
dridge, Grace City, Sykeston and Ypsilanti. These changes 


Bremen, 


make it possible for the borrower to offer improved 
service to the existing subscribers and to serve 1,738 
rural subscribers now without telephones. 

The two REA loans, totaling $2,189,000, will enable 
the Dakota Central cooperative to serve 2,739 subscribers 
and 41 switchers in Stutsman, Wells, Eddy, Foster, 
Benson, Kidder and Nelson counties. In addition to the 


nine exchanges listed above, the borrower will have cen- 
tral offices at Medina and Woodworth. Service without 
toll charge will be available for rural subscribers with 
their nearby trading centers. When complete, the sys- 
tem will consist of 2,268 miles of line and the 11 dial 


exchanges. 


Oliver Sund is president of the Dakota Central co- 
operative. 


Southwest Arkansas Telephone Cooperative, Hope, 
Ark., received on Dec. 30 a loan allocation of $294,000. 


second loan to this borrower. 


The Southwest Arkansas cooperative proposes to use 
these loan funds to furnish modern service to 598 sub- 
scribers in an expanded service area. The following 
acquisitions will serve as a nucleus for the ‘enlarged 
system: The Emerson Telephone Co., the Columbus 
Telephone Co., and the Ozan exchange from the Beth- 
any-Converse Telephone Co. These facilities are now 
serving 123 subscribers. 


New automatic central office buildings will be con- 
structed at Emerson, Ozan and Columbus; 170 miles of 
new line will be added and 27 miles of line rebuilt. 
With these changes, the borrower will be able to improve 
service for the existing subscribers and to serve 475 
rural families now without telephones. This loan pro- 
vides for service in two non-contiguous areas which are 
themselves not contiguous to the area served by the 
first loan. 


The two REA loans, totaling $717,000, will enable 
the cooperative to serve a total of 1,538 subscribers in 
Columbia, Hempstead, Howard and Miller counties. 
Automatic central offices will be located at Doddridge, 
Fouke, Garland City and Trigg in addition to the three 
listed above. The completed system will consist of 579 
miles of line. 


Harrison Grace is president of the Southwest Arkansas 
cooperative. 
we ‘* 
Adamsville (Tenn.) Telephone Co., also on Dec. 30 
was granted a loan of $32,000, third loan to this bor- 
rower. 


The Adamsville company plans to use these funds to 
complete the system authorized in the first two loans. 
The three REA loans, totaling $460,000, will make it 
possible for the borrower to furnish modern telephone 
service to 815 rural subscribers over 233 miles of line 
in Hardin and MeNairy counties. Automatic central 
offices located at Adamsville, Shiloh and Milledgeville 
were cut over in June and July of 1954, and about 650 
subscribers are now receiving modern service in those 
communities. 


C. D. Dickey is president of the Adamsville Telephone 
Co. 














“Former President Herbert Hoover 


struction that man can devise. . . . The 


recently said, ‘A nation .. . thrives or 
perishes upon what it believes to be 
true. If our youth is rightly instructed 
in the faith of our fathers; in the tra- 
ditions of our country; in the dignity 
of each individual man, then our power 
will be stronger than any weapon of de- 
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great documents of that heritage are 
not from Karl Marx. They are the 
Bible, the Declaration of Independence 
and the Constitution of the United 


States. 


. 


These are powerful words, in- 


tended for all the people but we think 


that Mr. Hoover had the parents of this 
country primarily in mind when he 
uttered them. Certainly, it is upon the 
basic truths that we teach the youth of 
this nation, first in the home and then 
in the schools that will preserve us as 


a free people.”—Lambertville, (N. J.) 





Beacon. 
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INSPECTION SERVICE 

Of poles, crossarms, and preservative treot- 

ments. Analyses of wood preservatives. 

Consulting ond specification writing. Inspec- 

tors stationed throughout U.S.A. 

A. W. WILLIAMS INSPECTION CO. 
MOBILE, ALABAMA 

ESTABLISHED 1921—MEMBER A.C.!.L. 








CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 








DESIGN SERVICE COMPANY 
ENGINEERS 


System Surveys —JI/nventories & Design 
Inside & Outside Plant Specs. & Mapping 
REA Projects 


50 BROAD STREET 


NEW YORK 4, N. Y TEL. DIGBY 4-3788 








CYRUS G. HILL 
ENGINEERS 
PLANT — TRAFFIC — COMMERCIAL 


VALUATIONS AND ORIGINAL COST 
134 S. LA SALLE STREET, CHICAGO 3 








EVERT M. OSTLUND 


Consulting Engineer 


Planning Engineering Development 
Radio and Microwave Telephone 
Installations, Systems, Equipment 


Lake Mohawk 8635 Andover, N. J. 








SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 
Engineering 

120 S. La Salle St. 


Chicogo 3, Ill. Tel.: FRanklin 2-5924 


Telephones in Pakistan 
Doubled Since 1947 


The number of telephones in Pakis- 


tan has doubled since the partition 
from India. 

In March, 1954, there were 29,186 
telephones as compared with 15,283 in 
August, 1947. During this period, 80 
new telephone exchanges and 180 new 
call offices were established. The de- 
mand for new telephone installations 


has increased markedly, but progress 
has been hampered because of lack of 
importation of an adequate supply of 
apparatus and equipment, contingent 
on a stringent foreign exchange posi- 


tion. The technical-help shortage also 
has prevented more rapid expansion. 

The population of Pakistan, esti- 
mated at 75 million, boasts one tele- 


phone to every 2,500 persons as com- 
pared with one for every three persons 
in the United States. 
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Logical consequences are the scare- 
crows of fools and the beacons of wise 
men.—T. H. Hux ey. 





FLORIDA RESEARCH CO. 


Organizes and Finances 


“TELEPHONE ANSWERING” 
SYSTEMS 


Big Opportunities — Fast Growing 
Head Office: Bcbson Park, Florida 
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ATLANTIC 


Creosoting Co., Inc., 17 Battery Pi., N. Y. C. 
Creosoted Pine Poles © Crossarms 


PLANTS AND OFFICES 
Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philedelphia, Pa. 
Savannah, Ga. 








POLES 


CREOSOTED SOUTHERN YELLOW PINE 
LOW RESIDUE COAL TAR DISTILLATE 


“Truck Delivery Our Specialty” 
THE BAKER WOOD PRESERVING COMPANY 


P.O. BOX 355 MARION, OHIO 





TUDOR AND YAGER, 
INC. 
TELEPHONE CONSTRUCTION 


TIPTON, INDIANA 
Phone 125 














Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


1418 Baldwin Bldg. Erie, Pa. 
Now Operating in 20 States 








Installation Specialists 


CENTRAL OFFICES 
INSTALLED—MODIFIED—ENLARGED 


COMMUNI-CATERING 


P.O. BOX 6712 CHICAGO 7, ILL. 








ROBERT E. FOLEY 
CONSTRUCTION CORP. 
DESIGN—SURVEYS—APPRAISALS—Construc- 
tion and Maintenance of Overhead and Under- 
ground Telephone Piant. Complete supply of 
poles available for emergency requirements. 
48 GRISWOLD STREET 





BINGHAMTON, N. Y. TEL. 2-7215 





WE BUILD AND REPAIR TELEPHONE 
PLANTS FROM CENTRAL OFFICE TO 
SUBSCRIBER 


CABLE SPLICING & REPAIRING 


WILTON ELECT. & TELEPHONE 
CONSTRUCTION CO. 
ANDY MUELLER, Engineer 
Telephone 21 Wilton Junction, lowa 








UNDERGROUND CONSTRUCTION 


Cable and Wire Plow 
Trenching Machines 
Fully Equipped for Complete Installation 
BJORNSON CONSTRUCTION CO, 
Bode, lowa Phone 2553 








EDWIN T. MAHOOD 
627 W. 67th ST. KANSAS CITY 5, MO. 
CONSULTING TELEPHONE ENGINEER 

TELEPHONE, JACKSON 4452 








CONSTRUCTION COMPANY 


UTILITY PLANT CONSTRUCTION 


45 North Clark Street @ Sullivan, 
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Missouri 








MORTON CONSTRUCTION CO. 


Builders of Outside Telephone Plants 
Cable Splicers, Line Crews, Installers 





A service that Satisfies 
Pekin, Illinois @e Box 11 @ Phone 2515 











THE AMERICAN APPRAISAL 
COMPANY 


INVESTIGATIONS e@ 
REPORTS 


CHICAGO @ MILWAUKEE @ NEW YORK 
WASHINGTON @ And Other Principal Cities 


VALUATIONS 




















hh 


LONSTRULTION £0. 


ENGINEERING © CONSTRUCTION + MAINTENANCE 


PHONE 4-2621 





TOPEKA, KANSAS 
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CLASSIFIED SECTION 





Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 








ber Test Sets with dial, reconditioned 
—$22.50. Original cost over $40.00. 


Write Public Service Telephone Com- | 


pany of Montrose, Montrose, Mich. 


CABLE LASHER, TYPE B, General 
Machine Products, factory recondi- 
tioned with new Chest—$225.00, FOB 
Philadelphia. Write Line Equipment 
re 529 S. Dearborn St., Chicago 5 





’ 


NEW SURPLUS CABLE SPLICERS 
OAK PLATFORMS, size 38x54” com- 
plete with eye bolts and guy lines. Spe- 


cial price while they last—$14.00 each; | 


also NEW SPLICERS TENT BOWS 
complete with all hardware, less can- 
vas—$4.00 each. Bohnsack Equipment 
Co., Germantown, N. Y. 


MAGNETO TELEPHONES — WOOD 
CABINETS 
Receiver type $3.00— 
six or more $2.00 
Handset type $10.00— 
six or more $8.00 
Generator Boxes $5.00— 
six or more $4.00 
Leich bakelite generator box $6.00 
six or more $5.00 
W. E. Wall and candlestick desk tele- 
phones $2.00 
W. E. 102, Stromberg-Carlson 1191 
desk telephones $3.00. 
ALEXANDRIA TELEPHONE CO. 
Alexandria, Minn. 





SAVE 


standard approved types 
TELEPHONES 

SWITCHBOARDS & SUPPLIES 

MDF EQUIPMENT—PROTECTION 

POWER—CHARGER—RINGING 

TEST SETS——TEST BOARDS 

LINE MATERIAL——LINEMAN’S 

-~—also— 

ARMY SIGNAL CORPS TYPES 
PORTABLE PHONES— 
SWITCHBOARDS, ETC. 

let us quote on your needs 


Telectric 


1218 Venice Bivd., Los Angeles 6, Calif. 
Richmond 2249 





RECONDITIONED 
FEDERAL +804A 


Magneto Compact set 
convertible to desk or 
wall. 

Equipped with capsule 
type transmitter and re- 
ceiver. Can be used on 
long rural lines. 


PRICE $19.50 EACH 
Terms 2%—10 Days Net: 36 


BOHNSACK EQUIPMENT CO. 











GERMANTOWN, NEW YORK 











No. 6A WESTERN ELECTRIC 








TYPE Bridging Connector 














5e"" Hex Steel Body (slotted for 
No. 10 B.W.G.) Washer and Nut 
all zinc plated. Brass stud with 2 
brass washers held in place with a 
hex brass nut. For use on iron to 
copper wire. 

Price per hundred......... $28.00 
ALL SHIPMENTS F.0.B. PHILADELPHIA 


CLEVERLY ELECTRICAL 


WORKS, INC. 
17 NORTH SEVENTH STREET 
PHILADELPHIA 6, PENNSYLVANIA 





LOADING COILS—W.E. Co. 124A 
L.C.C. with 15 No. 632 coils each 
(88 mh) suitable for H88 or B88 sub- 
scriber or trunk cable loading. These 
are new government surplus cases 
which have been pressure tested to 
insure new porformance. Immediate 
delivery. $60.00 each F.O.B. A. F. 


| Collier, 5085 Berkshire Road, Detroit 


24, Mich. 


POLES 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 








Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. —Creosoted Douglas Fir 
and Cedar Poles. 











1250 KINNEAR ROAD 





COMBINED JACKS & SIGNALS 








Western Electric +22-C type on #+89-B 
Mounting (5 per strip) BRAND NEW 


BUCKEYE TELEPHONE & SUPPLY CO. 


COLUMBUS 21, OHIO 


HU-8-0655 





Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 








Dierks Forests, inc. (formerly Dierks 
Lumber & Coal Co.) Wood Preserving 
Division, 700 Dierks — mages Kansas 
City, Mo. Southern Pine select poles, 
all sizes and lengths, creosote and penta- 
pressure treated. Prompt shipment. 








Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 








International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants: 
Beaumont and Texarkana, Texas. 








T. M. Partridge Lumber Co., 731 
Lumber Exchange, Minneapolis, Minn. 
—Northern white and western red cedar 
poles, creosote and pentachlorophenol 
treatments. 











Piedmont Wood Preserving Co., P.O. 
Box 1662, Spartanburg, S. C.—Creosoted 
Southern Yellow Pine Poles. Treating 
Plant Augusta, Ga. 








Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with ‘‘Penta.” 
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WANTED TO BUY 





~ QLD WALL TELEPHONES, any | 


make. 


Need not be in working order. 
Must be complete with shelves. 


Lake, Wis. 


~ USED GRAPHOTYPE MACHINE, 
manual or electric, for small operation. 
Write Colorado River Telephone Co., 
Blythe, Calif. 

TELETYPE 
Wanted—Teletype units and parts. 
For Sale—Reconditioned machines and 

units. 

MONTEREY SALES CO. 


310 NORTH RURAL DRIVE 
MONTEREY PARK, CALIFORNIA 




















POSITION WANTED 


$1.00 | 
each. Write Telephone Company, Turtle 


CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY. 

MIDWEST LOCATION. 
The Weikel Line Company, Inc. 
FORT WAYNE, IND. 














COMBINATIONMAN WANTED to 
manage, maintain lines and_ night 
operate for Class C telephone company. 
Minnesota location. Write Box No. 
3613, c/o TELEPHONY. 


WANTED IMMEDIATELY ExX- 
PERIENCED CABLE SPLICER IN 


| NORTHERN CALIFORNIA, PER- 


MANENT POSITION — GOOD PAY. 
WRITE DIRECT TO CITIZENS 
UTILITIES COMPANY OF CALI- 
FORNIA, 1255 OREGAN ST., RED- 
DING, CALIFORNIA. 





POSITION DESIRED IN CAR- 
RIER - TRANSMISSION - MANUAL 
AND DIAL COMPANY. 11 years’ 
experience. Please quote salary. Write 
Box No. 3615, c/o TELEPHONY. 

PLANT SUPERVISOR OR SUPER- 
\INTENDENT—16 years telephone ex- 
perience. Last six in supervisory 
department. Southern Independent 
Telephone company preferred. Write 
Box No. 3614, c/o TELEPHONY. 





POSITION WANTED IN MAN- 
AGEMENT OR GENERAL PLANT 
SUPERVISORY ENGINEERING CA- 
PACITY. Seventeen years varied ex- 
perience in the Independent field, 
twelve of which were management and 
senior engineering (Dial C.O., Carrier, 
Microwave and Transmission). Prefer 
West Coast location. Write Box No. 
3605, c/o TELEPHONY. 





Help Wantec 
CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 6100 N. 
20th, Philadelphia, Pa. 


PLANT SUPERINTENDENT 
NEEDED BY CLASS A COMPANY 
in Midwest. Must have outside plant 
and central office experience on auto- 
matic equipment and must be capable 
of directing company’s plant opera- 
tions. Submit complete résumé of ex- 
perience, education and _ references. 
Write Box No. 3612, c/o TELEPHONY. 





MANAGER WANTED for Sand Hill 
Rural Telephone Cooperative now serv- 
ing 1,150 existing subscribers in dial 
ani common battery, through four ex- 
changes. Three additional exchanges 
to be constructed to serve a total of 
3,290 subscribers. Must have adminis- 
trative ability to hire, train, and super- 
vise personnel in phases of telephone 
operation. Must be able to supervise 
operation and maintenance of telephone 
system. Permanent position with good 
opportunity for qualified person. Write 
J. B. Williams, Co-Ordinator, P. O. Box 
217, Pageland, S. C., for application 
forms. All replies confidential and no 
application forms considered if received 
after February Ist, 1955. 


JANUARY 15, 1955 


Progressive Class A California Tele- 
phone Co. has openings for: 


OUTSIDE PLANT ENGINEERS 


4—6 years experience 


DRAFTSMEN 


4—6 years experience 


Excellent working conditions and Em- 
ployee Benefits including Group Insur- 
ance and Retirement Plans. Submit 
complete résumé of experience, training 
and education, including references and 
recent photograph to: Box 3610, c/o 
TELEPHONY. 








SERVICES AVAILABLE 


DO NOT DISCARD YOUR WEAK 


F-1 TRANSMITTER UNITS. WE 
RECHARGE THEM —v75c EACH. 
GUARANTEED LIKE NEW. INDE- 


PENDENT TELEPHONE REPAIR 
COMPANY, 2137 WEST 21ST 
STREET. CHICAGO 8, ILL. 


What You Want 
When You Want It 


immediate Shipment from 
Nearest Warehouse Points 


TELEPHONES POWER sunary mc 
| TOPEKA, KANSAS PHONE 4-8788 | 





TOPEKA, KANSAS PHONE 4-8788 





Gifts — Awards — Incentives 


Let us solve your gift and award problem at 
substantial savings. We are specialists in 
the selection of watches, jewelry, luggage, 
electrical appliances, etc., at WHOLESALE 
prices. Send for our illustrated wg ond 
wholesale price list. Boardman, Ltd., 402 No 
Pearl Street, Albany, N. Y. ‘‘A name known 
in the wholesale field for 85 years.'' 


TELEPHONE PRINTING 


By People Who Know 
the Telephone Business 
SEE THE SUTTLE CATALOG 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS 














in the country. 


4-Pair—$29.95 per M 
6-Pair—$34.50 per M 


6046 S. WENTWORTH TeL..t 





NOrmal 7-6644 


WD 1A 7000 MILES 


Twisted Pair, 4 Copper 3 Steel (not 3 Steel 4 Copper), 
app. conductivity 22 Gauge. 


POLYETHYLENE and NYLON JACKETED WIRE 


Make your own Cable or use as Jumper Wire or Bridle Wire. 


You who have used this know it to be trouble free, and costs !/, the price 
of substitutes. To the best of our knowledge, this is the only lot available 


Continuous lengths on |!/, and 3 mile Reels; every Reel perfect, ohm 
tested, no shorts or opens— $1 9.90 per Mile. No charge for Reels. 


ANOTHER GREAT VALUE—WD 12.......... $29.50 per Mile 
Same as advertised elsewhere for considerably more money. 


SEND FOR FREE SAMPLE 
The above prices are good while present stock lasts 


SELF SUPPORTING CABLE 


11-Pair—$62.25 per M 
16-Pair—$89.50 per M 


This is an introductory offer to acquaint you with us 


G. & M. WIRE & CABLE CORPORATION 


CHICAGO, ILL. 








EMBOSSED 
ALUMINUM | 
MARKERS | 





THEY OUTLAST 
THE POLE 


Letters, figures, 
identification plates 
Ask your dealer, 
or write 


PREMAX PRODUCTS 


Division Chisholm-Ryder Co. Inc. 


5562 Highiand Ave., Niagara Falls, N. Y. 





Alphaduct Wire & Cable Co............ 
American Appraisal Company. The. 
American Chain & 
Page Steel & Wire 
Wright Hoist Div..... ; 
American Creosoting Co................ 
American Electrical Heater Mfg. Co.. 
American Steel & Wire Co. Ra ass 
American Telephone & Telegraph Co... 
Ansonia Wire & Cable Co.. 
Armstrong Cork Co., 
Creosoting Co., 


Baker Wood Preserving Co., 


Bashlin Company, 
B 


Bjornson Construction Co. 


Buckeye Telephone & Supply Co.. 

Burgess-Manning 
Burroughs Corp. 
C&D Batteries, 
Cabaniss-Pogue Company 
Cable Breather Corp., Inc.. 
Cable Spinning 


Chase Brass & Copper Co. 
Christiansen Co., 
Cleverly Electric Works, The. 








CABLE 
BREATHERS 


Extend the useful life of aerial 
exchange cable plant suffering 
from sheath fatigue fractures. 


Provides pressure equalization 
through filter cartridge, eliminat- 
ing moisture entrance through 
fatigue fractures in cable sheath. 


Quickly installed — No special 
tools required—No maintenance. 


Economical — $35.00 per mile, 


material cost. 


For further details, write 


CABLE BREATHER 
CORPORATION, INC. 


P.O. Box 148 
Kansas City, Kansas 


Communi-Catering : 
Commercial Cord & Supply 


Design Service Company 


Donnelley & Sons, 
Dow Chemical Co., 
Duo Safety Ladder Corp 
Electric Storage Battery Co., 
Electric Specialty Co..... 
Eppinger & Russell Co.... 


Everstick Anchor 


Foley Constr. Corp.. 
General Cable Corporation 


General Insulated Wire Works, 


Gould-National 
Graybar Electric Co.. 


Harris-McBurney 
Henkels & McCoy.. 


Hirsch Organization. 
Holtzer-Cabot Div. 
Indiana Steel & Wire Co. 

Inet Division of Leach Corporation 
International Creosoting 


International Harvester Co... 6 
International Standard Electric Corp. 





Johns-Manville 
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Kano Laboratories 
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Would you benefit from the use 
of the new Lenkurt Type 45A 
miniaturized carrier system? 








Is the Lenkurt Type 45A 

a ‘‘long haul’’ system? 
Definitely yes. Type 45A has 
transmission and regulation 
characteristics that make it 
suitable even for transcontinental 
installations. 


Is it also a really economical 
‘short haul’’ system? 


Certainly! Type 45A “‘proves in’”’ 
at less than 15 miles in competi- 
tion with open wire, crossarms, 
and poles. Usually it will “‘prove 
in” in competition with 19-gauge 
voice-loaded cable for distances 
as short as 10 miles. 


Can it be placed on the same 
pair with low-frequency 
systems? 


Yes. It operates above other sys- 
tems using “‘standard’’ frequency 
assignments, such as the Lenkurt 
32E or 33A. This means that one 
pair can be used for as many as 
16 or 17 conversations and dialing 
paths simultaneously. 


Does it provide dependable 
circuit equivalents? 


Field tests indicate that even 
under heavy sleet conditions the 
level of transmission for each 
channel remains constant within 
plus or minus 0.5 db, when the 
system is engineered within 
recommended limitations. 


What transposition problems 
will it create? 


Because of the “triple regulation”’ 
technique employed (flat loss, 
slope loss, and channel mop-up), 
the first system installed on a line 
can usually be placed on any cop- 
per or Copperweld pair, utilizing 
almost any existing transposition 


lations will require crosstalk tests, 
but, in many situations, 30 KC 
transpositions will be adequate 
for two or three 12-channel sys- 
tems. If Compandors are used on 
the carrier channels, more 
systems may be possible on 
30 KC transposed leads. 


Can you ‘“‘start small’’ 
and expand? 


Yes. Because of the 45A’s uni- 
tized design, you can start out 
with only four channels (or less) 
and expand later to the full 12- 
channel capacity —a few channels 
(preferably four) at a time. 


What operating adjustments 
will be necessary? 


Few, if any! After the initial line- 
up, the equipment adjusts itself 
to the length of line, changes in 
temperature, changes in attenu- 
ation due to rain, snow, or sleet. 
It requires no synchronization of 
channels, and, given the proper 
voltage-regulating transformers, 
is even immune to wide variations 
in line voltage. 


What extra equipment 

is necessary for dialing? 
None. The built-in dialing chan- 
nels, which are remarkably free 
of distortion, can be connected 


directly to any trunk circuit 
equipped for ““E & M”’ signaling. 


What are its line-length 
limitations? 


A pair of terminals provide 
enough gain to span line sections 


You probably would! Many com- 
munications men find it the most 
economical way to multiply cir- 
cuits. It will be worth your while 
to ask the following questions — 
and we are glad to answer them! 


having attenuation of about 70 
db, under worst weather condi- 
tions. Economical 12-channel re- 
peaters are available for the 
longer systems which exceed these 
limits (acceptable signal-to-noise 
ratio should determine actual re- 
peater spacing). 


Will line troubles or power 
failures cause ‘‘locking up”’ 
of central office dial trunks? 


Never, if the 45A is equipped 
with an optional alarm system 
with “‘disconnect’’, ““make busy’’, 
and “‘loop test”? features, which 
can be controlled (from a mainte- 
nance standpoint) from either end 
of the system. This is especially 
important with a remotely-located 
unattended office. 


What are the power 
requirements? 


The 45A system is designed to 
operate from a 24- or 48-volt bat- 
tery and 130-volt positive plate 
supply, or from 115/230-volt, 
50/60 cycle AC mains by use of 
an auxiliary power pack. 


What test equipment 
is needed? 


All tests can be made with a 
simple, universal terminating test 
panel and appropriate cords, 


using only conventional test oscil- 
lators and VTVM. 


There is no other H-F carrier 
system on the market that gives 
as much value for your money as 
the Lenkurt Type 45A! 


Manufactured for 


AUTOMATIC 


Sp ELECTRIC 
ELECTRIC 


i j Originators and Developers of the Strowger Step-by-Step ‘‘Director"’ for Register-S¢ 
patterns. Multiple system instal- Operation . .. Machine Switching Automatic Dial Systems 
Makers of Telephone, Signaling and Communication Apparatus - Electrical Engineers, Designers and Consultants 
Distributors in U. S. and Possessions: AUTOMATIC ELECTRIC SALES CORPORATION 
Export Distributors International Automatic Electric Corporation 
1033 West Van Buren Street, Chicago 7,U S A 
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The National Telephone Supply Company 


5100 SUPERIOR AVENUE © CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


Hicopress is the Registered Trade Mark of The National Telephone Supply Company 





